HUNTER — pioneer manufacturer in the 
cooling field now offers—in our 60th year 
—the finest fan we have ever produced for 
ventilating the home. 


An unusual treatment of a story and a half 
home which ordinarily presents a difficult 
nstallation problem is shown in the photo- 
graph. The HUNTER ZEPHAIR Cooling Unit 
with its silent operation, has been cooling 
this home for several years, and is still per- 
forming in its usual quiet, trouble free 
manner. 

Dealers can sell the HUNTER line with 
complete confidence. Every fan is backed 
by an iron-clad policy of strict adherence 
to engineering perfection and _ precision 
manufacture. This has always been and will 


continue to be HUNTER’s policy. 
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wallable for 2 and 3—40 watt Lamps 
_ with Conventional or Instant 7 









' “Type TX-40" Embodies All the Advantages Found 
in All BENJAMIN FLUORESCENTS 


Benjamin Life-Time Porcelain Enamel 
» Built-Like-A-Battleship Construction 
Easier Installation and Mainienance 


\ Certified Conformance to highest illumination, mechanical and 
electrical standards and specifications. 


pLUS- 


¥ SPECIAL RUST RESISTING HOUSING. Entire exterior of unit 

is single coated with gray porcelain enamel over a ground coat for 
extremely high resistance to rust. Inside section porcelain enameled 

F; with two white coats over a ground coat. ; 


\ ONE PIECE REFLECTOR HOUSING _ 
for durability and long life. 

’ REMOVABLE PORCELAIN ENAMEL 
STEEL PLATE on which contro! equip- 

ment is mounted forms the reflector top; 

removable by releasing two screws for 

easy wiring or inspection of ballasts, 
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Lighting Unit.... the new 


Humid, Domp ond Dusty Locations 
call for this new one-piece Fluorescent 


TX! 





. . « the all-porcelain enamel 
rust-resisting unit. 


Rust and other problems due to humidity and dust 
meet their master in the new Benjamin “Type T’X-4o: 
Now, even the most humid locations can be econom 
ically provided with fluorescent illumination throug] 
lighting units especially designed and constructed fo 
such purposes. 


“Type TX-40” Fluorescent Lighting units hav 
wide applications ‘in textile mills, paper mills, foo 
plants, laundries and other process industries. I 
these locations the one piece all porcelain enamel! 
construction of the “Type T'X-40” unit provides dur: 
bility and long life operation not possible with o1 
dinary units. For complete data on these units and 
other Benjamin Fluorescent equipment . . . write 
Benjamin Electric Mfg. Co., Dept. Z1, Ves Plaines, Ill. 


ER PORCELAIN ENAMEL 
Ct 


COCEPCEHT 
LIGHTING EQUIPMENT 
Distributed Exclusively Through Electrical Wholesalers 
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A complete story on Okonite 
insulation is available in 

Research Bulletin 101 which 

includes engineering details, il- 

? : lustrations of methods used to 


safeguard performance, and 
records of electrical tests. 
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Once Again Available... 


OKONITE 
INSULATION 


made with wild Up-River 


Fine Para Rubber 


Here is important news — the return of 

Okonite insulation — made possible because 
the use of natural rubber has been authorized 

for those severe service conditions where 
wires and cables are to be installed in wet locations. 

Back in November, 1943, when the supply of natural rubber 
was withdrawn, The Okonite Company announced that it would 
no longer be able to provide Okonite insulation because this 
high-grade compound could not be made without a particular 
kind of natural rubber — wild Up-River Fine Para Rubber. 

Now, with the gradual return of natural rubber, the latest 
W.P.B. rubber order recognizes that certain vitally important 
needs for rubber must be served first. One of these is for wires 
and cables operating in wet locations, an installation condition 
where many years of service experience have shown Okonite 
rubber insulation to be outstanding. 

Therefore, Okonite insulation made with wild Up-River Fine 
Para Rubber, applied to the conductor by the Okonite strip in- 
sulating method and vulcanized in a continuous metal mold, is 
once again available to the electrical industry for these restricted 
— but most important — applications. Okonite insulation is 
exactly the same compound it always was, possessing the same 
characteristics which years of experience have confirmed .. . its 
exceptionally long life, its ability to retain tensile strength and 
elasticity, its high electrical values. The Okonite Company, 
Passaic, New Jersey. 





OKONITE®S® 


insulated wires and cables = ««: 
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n| hiring salesmen... 


In the selection and hiring of his salesmen, the appliance 
retailer takes the first and most important step towards 
building the kind of business he wants to have. 

For upon their qualities ...as men and as salesmen... 
depends in a large measure the success of his enterprise. 














That’s why this element is given such importance in 
Kelvinator’s comprehensive Vocation-in-Sales Training Program 
. that’s why one whole section of the guide ‘““The Selection 
and Compensation of Retail Appliance Salesmen”’ is devoted to 

solid, factual, down-to-earth information and suggestions 
concerning the selection and hiring of the right kind of men. 

No ‘‘textbook theory,’’ all of the subject matter is based on the 
practical experience of retail sales executives from leading 
department, furniture, appliance stores and utilities, as well as 
Kelvinator sales executives, and supplemented by the technical 
research of outstanding vocational authorities. 

















Under Chapter 2, ‘“‘What to look for in hiring salesmen,’ 
the following vital subjects are taken up in detail: 







1. WHAT EXPERIENCE IS BEST? 
2. WHAT EDUCATION SEEMS BEST? 
3. WHAT DOES EARLY HOME BACKGROUND INDICATE? 








4. WHAT ARE FAVORABLE SOCIAL FACTORS? 
5. HOW ABOUT MANNER AND APPEARANCE? 
6. WHAT MENTAL ABILITIES ARE BEST? 








7. WHAT PERSONALITY QUALIFICATIONS SHOULD YOU LOOK FOR? 













Here is “‘brass-tack” thinking . . . an important retail-minded 
contribution to sales management methods, which is based on 
the facts revealed by Kelvinator’s famed Retail Sales 

Management Forum. 











In every one of its other phases too, Kelvinator’s great V. I. S. 

Program is retail-minded . . . because every phase grows out of a 
distinctively Kelvinator way of doing business that makes the ‘ 
Kelvinator Franchise . . . ° 
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DIVISION OF NASH-KELVINATOR CORPORATION : 
Tune in N-K MUSICAL SHOW- 


Kenosha + Milwaukee + DETROIT + Grand Rapids «+ Lansing ROOM Nash - Kelvinator's 
. pa, new hit musical show, with 
H : = the Andrews Sisters, Curt 


Massey and Guest Stars— 
every Wednesday evening at 10:30 P.M., 
E.S.T.—Columbia Broadcasting System. 









46 ELECTRICAL SOUTH for FEBRUARY, 1946 





ee 





a 











GENERAL CABLE EXECUTIVE OFFICES 




























® 
‘ 420 Lexington Avenue « New York 17, N. Y. 
e 
=4 SALES OFFICES 
& ATLANTA 3, GEORGIA MILWAUKEE I, WISCONSIN 
Se 1311 Healey Bldg. P. O. Box 1934 
¢ 3 Walnut 6860 Concord 5290 
‘ BOSTON 10, MASSACHUSETTS NEW ORLEANS II, LA. 
: e® . 1 Federal Street P. O. Box 1625 
es Hubbard 344! NEW YORK 17, N. Y. 
205 E. 42nd Street 
age 2 4 Cnde. — 7 MUrray Hill 4-7680 
ag y University 5202 ne =. 
= CHICAGO 6, ILLINOIS po ie pe 
: e 1H N; Canal Street 
5 : PITTSBURGH 22, PA. 
; Franklin 1101 
, e 815 Park Bldg. 
s e CINCINNATI 2, OHIO Atlantic 0506 
° 306 Lock Street PORTLAND 13, OREGON 
Parkway 5740 2034 N. E. 56th Ave. 
CLEVELAND 15, OHIO Murdock 360! 
2179 E. 18th Street RICHMOND 8, VIRGINIA 
Main 5790 P. O. Box 999 
DALLAS 1, TEXAS Richmond 6-0444 
Interurban Bldg. ROME, N. Y. 
Riverside 9888 1000 Mill Street 
DETROIT 2, MICHIGAN Rome 1000 
968 Maccabees Bidg. ST. LOUIS I, MISSOURI 
Madison 3950 1013 Louderman Bldg. 
Main 3580 






HOUSTON 5, TEXAS 






SAN FRANCISCO 3, CALIF. 
30 Otis Street 






2527 Talbot Street . 











°4 Ppt os - ssourt a oo 
: » Mi SEATTLE 4, WASHINGTON 
304 Midland Bldg. 2020 Smith Tower 
Victor 4835 Main 4271 
LOS ANGELES 13, CALIF. WASHINGTON 5, D. C. 
1329 Willow Street 730—I5th Street, N.W. 






Michigan 1444 District 7718 
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GENERAL CABLE 
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By USING 


THE PEAK OF QUALITY oe : 
Ce comebacks and customer dissatisfaction. 














TROUBLE 





THESE « « « 






PEDIGREE INSULATING VARNISHES 


«ee The Product with a Pedigree! 


Every Pedigree Varnish sold has been tested and service-proved by 
some of the world’s largest electrical manufacturers. Pedigree means 
the best in the field — impregnating varnishes — varnishes for baking 
or drying — finishing varnishes — protective sealers — sticking var- /G 
nishes — insulating compounds — machinery enamels. 
Whether you need protection against oil, acid, alkali or moisture — 
protection against heat — maximum insulating qualities — tough and 
flexible coatings — Pedigree provides the right product to do the 
job right! 

Insist on Pedigree Varnishes — guaranteed to satisfy or your money 
back. You won’t get the best unless you say “Pedigree.” 

Send for Applicatiwn Chart, Catalog and Somples 


VARTEX CLOTH AND TAPE 


«ee The Peak of Quality! 


Dependable — low in cost — Vartex Varnished Cloths and Tapes 
insure all your repair jobs against failures and protect you against 








Vartex gives you all these qualities — easy-working flexibility at any 
temperature — great mechanical strength — high dielectric properties 
— and maximum resistance against oil, grease, acid, alkali, moisture, 
heat and abrasion. 

Vartex is made only from the strongest long-staple cotton — the finest 
tnsulating varnish — under rigid scientific manufacturing controls — 
to insure perfect uniformity and the highest quality. Vartex is the 
cheapest insurance you can buy on your time and work. The sizes and 
thicknesses you need are carried in stock for immediate delivery. 

Write Today for Somples and Prices 


U-WEDJ* FIBRE ARMATURE WEDGES 
«+e With the Perfect Shape! 


IWI “U” Shaped Fibre Slot Wedges — U-Wedjes — give you the 
best possible protection against electrical and mechanical troubles 
and failures. 

Formed to fit the motor slot perfectly, U-Wedjes protect and hold 
windings firmly in place — won’t turn over in the slot —slip over 
both sides of the slot cell insulation — and permit windings to be 
placed closer to the top of the slot. 

U-Wedjes are made of the finest fish paper — are easy to handle and 
use — come in standard 48” lengths or 250 ft. bundles — and do a 
swell all-round job! Try U-Wedjes! 

Write for Free Sarmple Set, Mounted, Ready to Use 





* Trade Mark Reg. U.S. Pat. Off. 


Send 
Samay INSULATION AND WIRES INCORPORATED #27 
CUP 2127 PINE ST. + ST. LOUIS 3, MISSOURI of the IWI 
me 


ATLANTA 3, GA. . HOUSTON 2, TEX. Blue Catalog. 


— 
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STRAIGHT GROQWE GUY CLAMPS 
ANOLE BEST? 


Because: The straight groove eliminates the 
possibility of drawing a nut tight against an 
“arched” section which is out of contact with 
the strand. 










RIGNT 
Clamping area reduced by warped Hubbard Clamps have full clamping 
section Causes slippage at low area. Hold to breaking strength 
strains. of most strands. 


Because: The straight groove fits any and all 
twists, right or left hand and a variation in 
diameter without creating any high spots to 
lessen clamping area. 





weowe * RIGHT 
High spots in clamp reduce clamping Hubbard Clamps fit snugly over 
area, cause slippage and injure strands any and all twists right or 


left and variations of diameter 


Because: Bell-end grooves prevent injury to 
the strand. 


Because: High carbon bolts prevent stripping 
ot elongation. Heads are locked against turn- 
ing while tightening—and the — clamp is 
protected against conesion by the best process 
commercially used — HUBBARD DOUBLE- ; 
DIP HOT GALVANIZING. Sharp edge from sheared section Rounded ends of Hubbard Clamp 


injures and weakens the guy at end sections protect strand. 
of clamp 





RIGHT 





HUBBARD a.nd COMPANY 


Pittsburgh Oakland Calif Chicago 
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Builders, Contractors, and Architects the country over know that Raco is the famous name 
of All-Steel-Equip’s quality line of steel switch boxes and outlet boxes. And you also can 
always rely on Raco. Here’s why: 
e No jagged or rough edges—no dirt or grease. Smooth, attractive 
appearance! 
e Every Raco product comes neatly packed in a protective carton 
. with index showing number, quantity and finish. Easy to 
stock .. . easy to identify. 
e All-Steel has been making precision metal products for over 33 
years. The Raco line is made with the same care—to the same 
exacting standards! 
Write today. Let us tell you more about Raco- All-Steel+ Products . . . it’s the dependable 
line, the uniform line, the line that’s sold nationally through wholesalers only. 


<400!2:-O—STANDARD (UTILITY) BOX. Wiis 


“Side-Mount” Bracket. Enameled or galvanized jintsh. 
40015-B—STANDARD (UTILITY) BOX. With 


Face-Mount” Bracket. Enameled or galvanized fintsh.—> 


ALL-STEEL-EQUIP COMPANY, INC. 
800 Kensington Avenue, Aurora, Illinois 
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G-E LAMPS + 


GENERAL@ELECTRIC ¥ 
the Lamps that Bring ‘em In... and Bring‘ 
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N FEBRUARY 10th, 1886, The Progressive Farmer 

was founded in Winston-Salem, N. C., by Colonel 
Leonidas Lafayette Polk, hero of Gettysburg and one 

of the truly great agricultural leaders. His equipment, 
was the part-time use of a country newspaper press, a 
circulation of 475, and a resolute determination “to fight 
for better things for the farmer,” 

It took courage to start a new farm magazine in the face of natiortal 
financial stress, with the South still in the throes of Reconstruction. But courage 
was Colonel Polk’s chiet asset. That he had the right convictions is demonstrated 
by the fact that virtually all of his dreams for both the South and The Progressive 

Farmer have been realized during the last 60 yearsS. 

February, 1946, finds The Progressive Farmer serving nearly a million sub- 
scribers in the 14 Southern states, with five big separate editions localized to five 
distinct agricultural regions. Colonel Polk blazed the trail toward “better things.” 

Clarence Poe, Tait Butler, John Pearson and B. W. Kilgore widened it into a 
highway. These men have made The Progressive Farmer and through it have 
contributed greatly to the historic progress of the South. 

The South is no longer dependent upon one-row cultivation of a one-crop 
system of farming. Diversification and power farming are the doctrine of 

Dixie. Livestock and livestock products have captured King Cotton's 

throne, and the South’s annual cash farm income is $5%4 BILLION... 

more than four times average annual farm income for the entire Nation 
during Colonel Polk’s lifetime. 

“Better things for the farmer” ... better methods and equip- 
ment... better homes and schools... better agricultural leader- 
ship ... better government ... these and other dreams have 
been realized. But the horizon is always just ahead. Each 
new advance poses new problems, sets new goals, 
creates new aspirations. “Better and better 
things for the farmer” continues to be 
the aim and purpose of the South’s 
leading magazine. 





“aR MOANA IN 4: 








| 


| The South Subscribes to THE PROGRESSIVE FARMER 


_ Advertising Offices: BirMINGHAM, RALEIGH, MEMPHIS, DALLAS, NEW YORK, CHICAGO 


Pacific Coast Representative: Edward S. Townsend Co., San Francisco, Los Angeles 
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There'll be NO FR RE "BALLOON at Premier. Expansion, yes, . but expansion anchored to the /ong-range 
welfare of Premier, ifs,distributors and its dealers. We are determined to keep the Premier Vacuum Cleaner fran- 
chise the most ind in ‘the industry ... not only during the immediate months ahead but throughout the years to come. 

Premier dealers, like 2/l appliance dealers, are confronted with a demand for vacuum cleaners far greater than 
the entire industry can supply. Because this immediate problem distorts the true long-range picture, it demands 
careful analysis. Such an analysis, published by the Trundle Engineering Company, applies so pointedly to the 
current condition, that we are presenting a digest of it herewith.* 


be 
wy 


‘ HOW FAR IS UP? 


¥ 
Here we are, launched into the postwar program. Everything ing units as representing the potential home heating market 
is “up,” by comparison to prewar. Sales quotas are up over in that town. 
prewar. Planned production volumeS\are up over prewar. The people who are selling gas furnaces may cite this total 
Planned employment totals are up oveh prewar. as representing their sales possibility in this community. The 


people selling coal furnaces may likewise cite the same total. 
The people selling oil-burning furnaces may likewise cite the 
same total. But the oil people, the gas people and the coal 


This is fine. Everybody in this country®has been anxious to 
make sure that our whole level of economy, postwar, should 


oF ee Se poem. \ we : people can’t all sell the same market. The sales potential is 

But just how much higher is it going oe How far is there all right— but it has got to be shared somehow between 
up?" The theory seems to be that market _— unlimited. coal, gas and oil. And the result is going to be one of the 

Just for purposes of argument, let's assume that- somewhere most competitive situations that this country has ever seen. 
in the Atlantic there was an island with a — of 2,000 We are planning, in our United States, to make vast quanti- 
grown-up males. Let's assume that on that island \there was a ties of automobiles, and radios, and refrigerators, and vacuum 
hat factory that turned out hats for those 2,000 men. But in cleaners, and all of the other things that our people want. 
1941, that hat factory stopped making hats for the men on the Over a long period of time, the capacity of the public to ab- 
island. Instead, it made hats for the allied armies—andwthe men sorb this production is practically unlimited; but the true 
on the island went without hats. Since they went without hats demand today is of the utmost importance. Remember the hats. 
for four years, the deferred demand might be assumedye to be Furthermore, the margin of purchasing power in the Ameri- 
8,000 hats. can household cannot be used in every direction at once. If a 

Now the hat factory on the island has finished its war Yon- household buys an automobile, it may not be able to buy a 
tract, it is back into peacetime production, and it is engaged refrigerator; if it buys a refrigerator, it may not be able to 
in supplying its own domestic hat market. What is its a 4 buy a radio; if it buys a radio, it may not be able to buy a 
tial sales volume? On the basis of deferred demand, the answe vacuum cleaner, etc., etc. In short, all these industries cannot 
is 8,000 hats. But on the basis of practical considerations, th count upon realizing sales based upon the same margin of 


fact remains that since there are only 2,000 grown men on \ purchasing power. 
the island, all the hats that company can sell this winter wil iS Can American industry expect to sell, in 1946, or in the 
be 2,000 hats. \ next five years, all the modern improvements that will bring 


‘ 


Now let's take an average town of 10,000 population, in the hall of the American homes up to what are considered proper 
United States—and let's think about home heating. Let's assume andards of living? The answer is, definitely “no.” It can’t be 
that this town is served by natural gas. A market survey may ne that fast. And if American industry tries to do it too 
show that during the war, 378 of the home heating units in fast, there is going to be trouble. Some producers are going 
that town may have gone bad, and are in need of replacement. to hose their shirts. 

The market survey may also show that that town needs at How far is up? Nobody knows. We would rather tie our 
least 200 new homes. This makes a total of 578 home heat- ballogn to the ground. We can always let out the rope. 









* We'll gladly send you a copy of the complete booklet, 
“How Far ss Up?", upon request—while they last! 





PREMIER VACUUM CLEANER DIVISION 
GENERAL ELECTRIC COMPANY 
CLEVELAND 10, OHIO 









America’s fastest-selling iron is the 


=e "Dial the Fabric! ron 


Know the iron that moves fastest from your counters 


fully automatic new G-E model—by over 2 to 1! 


to a ss ages ake see RI fa os ’ They find it cuts ironing time by as much as one 
a ey POE ae we Se ee Se ied, They Me kt br ts ees CE “light that says 


Fabric” Irons are America’s quickest movers. 


Why? Because surveys show that women prefer this _ balance . . 

















when.” They go for its light weight . . . its splendid 
. its over-all G-E ironing efficiency. 


And don't you forget—for the women don’t— 
that it’s the only iron with all these features: 


faster. Cast in a big 27-square- 
\ inch aluminum sole plate that 


i Les | helps speed up ironing! 


/\ Exclusive Calrod Unit heats up 


G-E “Dial The Fabric”’ Control 
selects and keeps the right heat 


for every fabric! 


Double Button Nooks make it 
easy to iron around and under 


; — ~—-- buttons! 

; 

Fs me a ves . 
; Built-in Thumb Rest relieves 
; muscle strain; molded handle 
: stays cool! 
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Millions hear the story every month! 
G-E promotion with sales-pull plus is pushing this automatic iron in every corner of the 


United States. 

It’s a story that can’t miss with appliance-hungry housewives today ... a story that 
reaches millions of women every month in top-circulation magazines. And remember, G-E is 
the only appliance manufacturer that promotes sales of Irons, and other products, with a 
5-days-a-week radio program—“The G-E House Party” with Art Linkletter, over CBS at 
tP. M., E.S.T., Monday through Friday. 


Now’s your chance to add your voice to selling these sales features of the G-E automatic 
iron... and capitalize on that already-vast market eager to buy it! General Electric 
Company, Appliance and Merchandise Department, Bridgeport, Conn. 





Everything electrical for better living in your home 


GENERAL @ ELECTRIC 
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Meet the “Big 3” of electrical distribution: BullDog 
BuStribution DUCT, Industrial Trol-E-Duct and Uni- 
versal Trol-E-Duct! 


Recognized by industry as the most efficient systems 
of their type, these pioneers in the field of completely 
flexible and salvable electrical distribution systems are 
today saving countless hours on installation and main- 
tenance — greatly reducing changeover time — helping 
to bring peacetime production to top speed and efficiency. 

If you hope to successfully compete in the peacetime 
battle of costs ahead, it will pay you to investigate these 
superior BullDog Electrical Distribution Systems. Write 
now for complete details. 








FOR PORTABLE TOOLS, Cranes, Hoists or similor 
moving “loads” BullDog Industrial Trol-E-Duct supplies a 
source of safe, mobile power by means of Trolleys which, 
os a move through the elongated slot in duct, transmit current 
from the duct bus bars to the moving load. RATING: 90 Amps. 
575 Volts or less. 





e > 





In Canada: 
BullDog Electric Products of 
Canada, Ltd., Toronto. 
* Field Offices in All Principal Cities 





BULLDOG 


4 DETROIT 32, MICHIGAN, ELECTRIC PRODUCTS COMPANY Manufacturers of 
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includes a variety of circuit protective tap-off Bus Plugs enables 

you to spot and plug-in plant machinery almost as readily as you 
plug-in your vacuum cleaner at home. No lost motion—no lost time! 
RATINGS: Plug-in Type up to 1350 Amps. Feeder Type up to 4000 Amps. 
575 Volts or less. 


yA FOR PLUG-IN POWER, BullDog BUStribution DUCT which 





Trol-E-Duct is a busway wiring system that can be tapped with 

Plugs or Trolleys at any point through the continuous slot in 
duct casing . . . Always keeps your lighting modern, for changes in type 
of fixture can be as readily made as changes in lighting positions, 
RATING: 50 Amps. 250 Volts or less. 


3 FOR COMPLETELY FLEXIBLE LIGHTING, Universo! 
€ 





Vacu-Break Safety Switches — SafToFuse 
Panelboards — Switchboards — Circuit 
Master Breakers — BUStribution Duct, for 
“plug-in” power — Industrial Trol-E-Duct 
for moving “loads.” 
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America’s smallest diameter, 
lightest weight rubber covered wire 





Laytex insulated wire, eight 
No. 14 Laytex insulated con- 
ductors — 5800 watts. 


DILEC 


Conventional insulated wire, 
four No. 14 (code) type R con- 
ductors. 3450 watts. 


ee om oem US. LAY TEX 








| A well lubricated fibrous cover protécts Laytex against light, air and abrasion. 
| Cover is also flame-retardant, moisture-resistant. 


UNITED STAY 
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Liste nto’ 
program. 
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THE KEY TOTHE HOME 
OF TOMORROW 






NOW INCLUDED IN NATIONAL ELECTRICAL CODE 
Here’s the news contractors, engineers and architects have long been 
waiting for! Laytex, the revolutionary building wire that doubles conduit capacity, has 
now earned its right to be used not just on re-wiring jobs, but for every kind of wiring. 
On new and old construction, Laytex — America’s smallest diameter, lightest weight 
rubber covered wire — means savings in weight, savings in conduit space, plus unexcelled 
tensile strength and elongation. 

Produced by the exclusive “U. S.” process of continuous dipping, drying and vulcanizing, 
Laytex Wires and Cables have perfectly centered conductors, insulated with 90% unmilled 
grainless rubber having high dielectric strength. 

The man who uses Laytex will find it clean stripping, easy to install or remove. Permanent 
colors make circuit identification easy. 


U. S. ELECTRICAL WIRES AND CABLES 












Listen to "Science Looks Forward” —on the Philharmonic-Sympbony o ‘ 
program. CBS network, Sunday afternoons, 3:00 to 4:30 E. S. T. Ser ving Thr ough Science 


RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS @ ROCKEFELLER CENTER © NEW YORK 20, N. Y. 
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(;ets Perfect Rating from 
This Louisville Dealer 


te 
\Y hen I started in business, I selected 
you as my finance company because you promptly 
contacted ime and sold me on what you had. Since 


that time I have done business with you exclusively. _ 


“Though I have listened to the propositions and 
promises of others, I have never been convinced that 
any other company could handle my business so 


efficiently. 


“You have shown me a more 

than I thought existed. It seems you have an answer 
for every financing problem a dealer has. As long as 
you continue such service you will get my business 


one hundred per cent.” 


Kentucky Electric Appliances 


Louisville, Kentucky 
Philco Radio and Re 


COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 


Capital and Surplus more than $80,000,000 
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§ SERVIT* (Type KS) Forged for High 
Strength. For Copper and Copper- 
weld conductors. 13 sizes take from 
No. 10 solid to 1000 Mcm. Also, avail- 
able for aluminum conductors. 


2 SERVIT* (Type KSAKF) For aluminum 
to copper connections. Consists of 
High Strength aluminum Servit with 
bimetallic Copral washers to keep 
similar metals in contact. 


3 ARMOR ROD CLAMP (Type BPG) For 
tapping from a run of ACSR protected 
by armor rod. Has strong spring pres- 
sure plate to keep conductors under 
constant pressure. 


4 UNIVERSAL CLAMP (Type UC) Ac- 
commodates a large range of cables 
and wires in either groove. Available 
in 6 sizes to handle from No. 6 solid 
up to 1000 Mcm. 


“Registered Trade-Mark 
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OVERHEAD 
CONNECTORS 


BACKED WITH PROVED PER- 
FORMANCE.. -BOTH RURAL AND URBAN 


ine practical experience counts—whether 
$ building overhead lines or connectors! 
‘That's why line builders bank on Burndy 
for Overhead connectors like those shown 
here. There's years of practical experience, 
and proved performance, back of every 
one. Let us acquaint you with the com- 
plete Burndy line. Write .. . Burndy 
Engineering Company, Inc., 1€7-H 
Bruckner Boulevard, New 
York 54, N. Y, 












































$ TAP CONNECTOR (Type KVS) Strong, 
compact, quickly installed. Multiple 
bolts for high contact pressures. Five 
sizes take from No. 4/0 Str. to 1000 
Mcm. 

6 GROUNDEM (Type GH) An economi- 
cal, non-corrosive ground clamp for 
driven rod or pipe. Slipped over top 
of rod or installed from the side. 

7 HOTTAP* (Type HTE) A well bal- 
anced hot-line tap for low-cost work. 
Eye-bolt fits standard hot-line sticks. 
Available for copper or aluminum 
conductors. Also heavy duty types. 

8 REDHEAD* (Type HR) Completely in- 
sulated live-line jumper clamp for use 
in pairs with a flexible connecting 
cable for shunting equipment. 

9 BUTTIN* (Type KP) Compact, inex- 
pensive; ideal for making connections 
between service drop conductors and 
entrance leads. 
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Anaconda exposure rack for studying ef- 
| fects of natural aging on wire and cable 
coverings when subjected to severe sea- 
| board and industrial atmospheres. At all | 
times samples carry an electrical load of | 
70 amperes. 


Besides the severe tests applied to the components 


of Anaconda Weatherproof, the finished wire and 
cable is subjected to long natural aging tests as shown 
in the accompanying pictures. These exposures are 
supplemented by laboratory accelerated aging tests. 
Both types indicate a trouble-free service capacity 


46204 


for years and years. 






bi N For Continuity of Service... 











Prior to URC— 


=o Festooning’’ was common 


} 
7 








After URC-- 


Coverings last and last 














LOOK TO 
FOR WEATHERPROOF THAT LASTS! 
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THE VENTILATING FAN 
YOU CAN SELL IN 1947 


Today, and perhaps for months to come, 
appliance dealers have cash customers wait- 
ing to buy almost any make of ventilating 
fan on which they can get delivery. 


But when the time comes that fans must 
again be sold on the basis of quality and 
performance, you'll find Coolair Dealers sell- 
ing more fans than ever before because no 
other make of fans has consistently matched 
Coolair’s efficient design, high quality of 
workmanship and materials and engineered 
features that assure a long life of trouble- 
free performance. 


While the demand still exceeds our present 
capacity, we are making fans at top-speed 
and shipments are being proportioned on a 
basis fair to both old and new dealers. 


Join up with Coolair today! Get in touch 
with our nearest distributor or agent or write 
direct to us. 


A full description of the Coolaw line, with tables showing 
_ models, etc., can be found in 
' SWEETS CAT. AS.H.V.E. GUIDE 


AMERICAN COOLAIR 
CORPORATION... . manufacturers 


3604 MAYFLOWER STREET 


JACKSONVILLE 3, FLORIDA 


SURI 
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THAT’S THE TIME TO INSTALL ay 
tr 
pe 

th 
fy 
sit 
de 
im 
ing 
tio 
fhe ere 
~ When you plan changes in the plant layout are you handicapped ae 
by an inadequate power distribution system? Does moving machines - 
involve tearing up and restringing long, expensive wiring? Is heavy ad 
equipment forced to locate near the power source? ni 
The answer to all these questions is ‘“NO’’— once @ BUSDUCT fac 
is installed. It provides Plug-in power source every foot of its length equ 
. enables machines to be running in minutes after locating... pric 
eliminates ‘‘cobweb”’ wiring systems, gives the plant layout unlimited ran 
flexibility for efficient work flow. wat 
And @ Busduct never loses its value. Standard 10-foot sections en 
bl nd di tl edil it extensions and step- mg 

assemble and dismantle speedily, permi n p . 

down capacity -tap-offs, and furnishes maximum efficiency in = 7 
power distribution. hn 
Our 20-page Bulletin No. 65 was made to help you with your hav 

planning. It gives specifications, prices and many helpful sug- an 
gestions. Write for it today. thre 
ann 
fact 
- << : an | 
sical ‘ : to | 
WIRE AND CABLE DUCT. ff) i | ss 
ELECTRIC COMPANY how 
naan 
Makers of Busduct in 
Panelboards + Switchboards BOX 357, ST. LOUIS, MISSOURI St 
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CUSTOMER surveys reveal that 
of the long list of items which the 
American public expects to buy im- 
mediately upon availability, six of the 
first seven items listed in order of 
preference were electrical appliances. 
Four of the six appliances require 
additional or permanent electrical wir- 
ing, and the others were dependent 
for maximum convenience upon the 
availability of convenience outlets. 

The spread of complete home elec- 
trification will assume astounding pro- 
portions. It is because of this trend 
that I am justified in saying that satis- 
fying the first and most popular de- 
sires of the public will create a vast 
demand for electrical wiring, thereby 
imposing upon the electrical contract- 
ing profession a tremendous obliga- 
tion and responsibility. 

Many of the items with high pref- 
erence ratings are subject to price 
control and in almost every instance 
the price at which the items will 
be sold during postwar years will ap- 
proximate the prices at which they 
were sold in 1942. Leading manu- 
facturers of electrical household 
equipment have recently released 
prices on postwar models such as 
ranges, refrigerators, dish washers, and 
water heaters which reflect in some 
instances actual reductions in the sell- 
ing price, while other items remain 
approximately the same as_ those 
marketed in prewar times. Many of 
these forward-looking manufacturers 
have taken another forward step in 
an effort to stabilize selling prices 
throughout the nation. They have 
announced the elimination of “F.O.B. 
factory” zone price differentials, as 
an indication of their determination 
to expand the vast seller's market 
which lies ahead. 

The ultimate price to the consumer, 
however, of items which require per- 
manent installations or additional 
wiring may be discouragingly high 










High Installation Costs 
Endanger A-W Program 


Erreur Sonn 
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ADEQUATE WIRING is the electrical industry’s 
number one opportunity and most ‘of the industry recognizes it as 
such. Many light and power companies are devoting a considerable 
portion of their advertising budgets to the promotion of better 
acceptance of adequate wiring on the part of the public. Certainly, 
everyone expects the electrical contractor to handle this work on a 
profitable basis but there is every indication that installation costs 
have been raised to such an extent in some localities that there is 
danger of the demand for electrical equipment and adequate wiring 


diminishing in drastic fashion. 
analysis of this timely problem. 


and not acceptable to the purchasing 
public, for the simple reason that 
electrical contractors are not required 
to install ranges, water heaters, or 
any other items within fixed OPA 
price limits. That the installed price 
in the immediate future may bear 





By S. Paul Vecker 
Vice-President 
Carolina Light & Power Co. 
Raleigh, N._.C. 
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Mr. Vecker presents an interesting 


the same relationship to the prewar 
installed price as the retail sales price 
of the merchandise itself bears to its 
prewar retail price is worthy of care- 
ful consideration. If this condition 
does not prevail, the buying public 
may be faced with the situation 
wherein the retail selling price of 
an appliance is essentially unchanged, 
or maybe even lower than before, but 
the installation cost is possibly greater 
even than the very cost of the appli- 
ance. As a consequence, the present 
high demand for electrical equipment 
requiring additional wiring and the 
present interest in wiring new homes 
adequately will diminish in drastic 
fashion. 


Potential Market Threatened 


It is not my purpose to say what 
the average installation charge of an 
electric range or any other item of 
merchandise should be, nor what a 
farmer should be charged for wiring 
his home. It is reasonable to sup- 
pose, however, that there are elec- 
trical contractors whose attitude to- 
ward the tremendous possibilities 
ahead may serve to influence an un- 
wholesome attitude on the part of 
the public and consequently reduce 
materially that great potential which 
we can envision today. 

To illustrate the point, | will cite 
a few examples. 

My .attention has been called re- 
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cently to house wiring quotations 
which range from $2.50 to $10 per 
outlet. Within the area served by 
my company in the Carolinas there 
are instances in which contractors 
located in towns within a short dis- 
tance of each other have price struc- 
tures on wiring which in some ins- 
tances vary as much as 200 per cent. 
A recent survey of these areas dis- 
closed that electric range wiring in 
some towns can be secured at a 
price ranging from $25 to $35 per 
range, while in nearby districts con- 
tractors are speaking in terms of $75 
per installation. I have heard that 
many contractors will not be satis- 
fied with less than an average of $75 
for each electric range installation 
In an area adjacent to the territory 
served by my company, and _ inci- 
dentally one of a more metropolitan 
type, the electrical contractors have 
met and are seriously considering a 
flat range installation price of $100 
per unit. 

I have in my possession a letter 
from one contractor who uses the 
following argument in support of an 
increase in his charges for electric 
range installation: “The increase is 
not due to rise in cost of materials 
and labor (although a few items have 
increased); but due to the fact that 
previously almost all wiring was con- 
tracted and naturally closer figuring 
was necessary in order to obtain the 
job. Now we find that our demand 
for work has increased to the extent 
that we do not have to bid on a 
job.” 

In the same letter the statement 
is made that prices for commercial 
wiring will increase proportionately 
That contractor gives as an additional 
reason for raising his prices that the 
public has become better educated 
to adequate wiring. I cannot believe 
that the attitude expressed by the 
contractor whom I have just quoted 
is typical of the entire profession. 

Since reference was made in this 
quotation to the increased price of 
material, I might add that upon in- 
quiry we found that the average ma- 
terial used in range installations has 
increased but slightly over 1941 prices 

. a mere 3 per cent, so I am told. 
Furthermore, after substantial allow- 
ance has been made for increase in 
cost of labor—let us say a 50 per 
cent increase—-we have been unable 
to reconcile this tremendous rise in 
price with the actual difference in 
cost. 

I am glad that the contractor made 
reference to a better appreciation on 
the part of the public for adequate 
wiring. Such an attitude did not 
just happen, nor did it spring up 
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as a result of the war. It was the 
result of an educational program 
which the electric utility industry has 
sponsored over a period of years. My 
company has spent substantial sums 
during the past two years in adver- 
tising the benefits to be derived from 
adequate wiring. Multiply this amount 
manyfold, for no doubt each com- 
pany represented here has done its 
like share, and we can begin to ap- 
praise our efforts and evaluate their 
expected results. Expenditures of 
such character would not have been 
made had we not expected them to 
yield an ultimate return. Such a re- 
turn will not merely benefit the utility 
industry, but will benefit also build- 
ers, contractors, dealers, distributors, 
manufacturers, and everyone directly 
and indirectly associated with our 
industry. A better appreciation for 
adequate wiring means more circuits 
of larger wire and more outlets con- 
veniently placed. The installation of 
such wiring jobs requires more man- 
hours of labor—hence, more buying 
power. Everybody benefits from this 


type of program. 
Program Mutually Advantageous 


It is not my purpose to suggest 
the amounts to be charged for ma- 
terials or labor, for if there are any 
increases in costs, they must be re- 
flected in the price structure. I am 
tremendously concerned, however, 
about what could happen if a number 
of contractors such as I quoted, bent 
on taking advantage of the seller’s 
market, increase prices to such pro- 
portions that this new demand for 
electrical equipment is stifled a-born- 
ing. Very naturally we should like 
to see the demand grow because our 
industry is interested in supplying 
additional kilowatt-hours to the con- 
sumer public. The electrical contrac- 
tors should be interested in seeing 
the demand grow because in the 
satisfying of it their volume and profit 
will grow proportionately. Manufac- 
turers and distributors of not only 
electrical appliances but of wiring 
material too would receive direct ben- 
efits. 

Let us assume for the moment 





that electrical contractors in the 
southeastern area adopt a “take it 
or leave it” attitude and quote wir- 
ing prospects on a basis of $10 per 
outlet and range installations as high 
as $75 or more—and I repeat again, 
these are not figures I have pulled 
out of thin air; they have been passed 
along to us as estimates of what some 
contractors are planning to charge. 
If such is the case, I repeat again, 
this will most likely happen: the 
present high demand for electrical 
equipment requiring additional wir- 
ing and the present interest in wiring 
new homes adequately will diminish 
in drastic fashion. 

The cost of house wiring in rural 
areas as quoted by certain Carolina 
contractors appeared so much out of 
line that REA in its effort to carry 
out its expansion program, interested 
an out-of-state contractor to move 
into the Old North State and sub- 
mit bids on wiring rural homes. A 
contractor from Columbus, Ohio, was 
given a contract on a basis of $2.50 
per outlet involving several thousand 
rural homes.’““On this basis he was 
able to meet every state requirement, 
pay his special license for doing busi- 
ness, and import labor from Ohio to 
carry out the contract on that price 
basis. 


What Is Fair Price per Outlet? 


It was further told us that the actual 
cost of labor on the basis per outlet 
was sub-let for $1 per outlet and that 
the material involved plus any other 
incidentals amounted to considerably 
less than the $2.50 price quoted, 
thereby reflecting a net profit on 
each installation. This contractor, we 
have been informed, expects on the 
basis of such prices to net upwards 
of $40,000 in profit within the next 
two years. If one foreign contractor 
can make such a good profit at a rate 
of $2.50 per outlet, why would it be 
necessary for another contractor, cs 
tablished locally and following the 
same specifications, to charge $10 
per outlet? 

You and I know that “one swallow 
does not make a summer,” and I ad 
mit freely that one irregularity in the 
fixing of prices does not establish a 
precedent, so let us pursue the sub 
ject further. Most of us will agree, 
I believe, that conditions in the Caro 
linas differ in no great degree from 
those represented here. It is reason- 
able to conclude, therefore, that there 
is no special formula which reacts 
to the Denefit of neighboring contrac- 
tors. An investigation proves, how 
ever, that house wiring contracts are 
being ‘ct in many states on a basis 
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of $3.50 to $5 per outlet in the case 
of individual homes. Where a num- 
ber of homes are covered by the same 
contract, the price per outlet drops 
to as low as $2.50. Electric range 
installations will average $35 each. 
Some are being made at $25 and some 
are being quoted as high as $75. The 
installation cost of commercial equip- 
ment bears a similar ratio to cost in 
the residential field. 

In one Southern city located out- 
side of the Carolinas, a contractor- 
dealer negotiated successfully the 
sale of an all-electric heavy-duty kitch- 
en, the agreed price of which did 
not include the installation of the 
equipment. Bids for installation were 
received, the most favorable of which 
was at a total cost of $4,500. This 
was considered excessive by the deal- 
er and after much study and consid- 
eration the dealer was successful in 
getting the contractor to reduce the 
installation charge from $4,500 to 
$2,500. 

In another city a heavy-duty range 
installation was quoted originally at 
$600 but was finally reduced to $456. 
This job was lost to a competitive 
fuel. I am inclined to believe, how- 
ever, that it could have been saved 
had the contractor made an analysis 
of the material and labor required be- 
fore submitting his original bid, for 
a subsequent analysis disclosed that 
this job could have been installed 
for $375 and allowed the contractor 
to make a fair profit. 

In still another instance it was 
found that a price of $275 was quoted 
for the installation of an average-size 
electric fry kettle. The appliance it- 
self was quoted at less than half the 
installation cost and in this particular 
instance the installation could have 
been made for $175 after allowing a 
liberal profit to the contractor. This 
job, too, was lost to competitive fuel. 

In each instance cited no electrical 
contractor, no electric appliance manu- 
facturer, distributor or dealer and no 
electric utility realized a periny of the 
potential profit. 

In the light of situations such as 
these I should like to ask what in- 
fluence can this practice—if continued 
—be expected to have upon the tre- 
mendous market which awaits our 
development? In my opinion the re- 
sult will be very similar to that ex- 
perienced by the person of fairy tale 
fame who was not content to collect 
his golden egg each day, so killed off 
the goose which laid the daily egg 
in order to come into possession of 
all the gold at once. You know the 
test of the story. 


If the impression is created during 
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the period when merchandise first 
becomes available that the cost of 
installing it is prohibitive, the effects 
will be of a lasting nature. Even the 
prospect who has practiced thrift dur- 
ing the years of scarcities will not 
consider it good business to pay a 
premium to satisfy an expressed de- 
sire if competitive equipment which 
will do a reasonably satisfactory job 
can be had at a much lower installed 
price. By the same token the home 
builder who has been educated to a 
better appreciation of adequate wiring 
will be content with minimum stand- 
ards if upon investigation he finds 
that the realization of his plans re- 
quires the payment of too high a 
premium; and once a home is built 
without wiring adequacy the possibil- 
ity of appliance and energy sales to 
that home has been permanently 
limited. 

Earlier in my discussion I stated 
that even a layman would be inter- 
ested in the solution of this problem 
for it has to do indirectly with the 
future of our economic structure. Not 
just the utility industry or the Com- 
mittee for Economic Development or 
some trade association or chamber of 
commerce, but everyone is interested 
in the prevention of that plague 
called “unemployment.” All during 
these warring years we as a people 
have looked forward to the return 
to peace, sincerely hoping that it 
would not mean another period of 
inflation and subsequent depression 
with idleness which prompts federal 
aid through dole and other subsidized 
forms bordering on charity. 


Full Employment Wanted 


We want full employment, and | 
can think of no better means of 
guaranteeing or providing full em- 
ployment and contentment than an 
orderly expansion of the markets 
which it is our responsibility to de- 
velop. And an orderly expansion can 
be brought about only by giving the 
customer the maximum value for the 
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minimum cost. For the customer ex- 
pects to be in a position to satisfy his 
needs and desires at a price which 
must agree with some preconceived 
notion of a fair profit for merchandise 
bought and service rendered. If such 
a result can be attained, we need 
not be too much concerned about 
some mystic formula for the creation 
of sixty million jobs. 

Let us analyze quickly this prob- 
lem and its direct relationship to 
employment. As demands for the 
electrical contractors’ service increase, 
a proportionate increase will be ex- 
perienced in the demands for materials 
required. The supplying of these 
materials creates work all the way from 
the labor which is’ employed ‘to in- 
stall them—back through the dealer, 
the distributor, the manufacturer— 
even to the fields where the raw ma- 
terial is grown and to the mountains 
where the ore is mined. 

I wish it were possible to determine 
the exact number of man-hours re- 
quired to unearth, grow, process, fab- 
ricate, distribute, and install the ma- 
terials involved in wiring one modest 
home. Whatever number it happens 
to be, when multiplied by several 
million awaiting construction, it would 
produce a figure representing gainful 
employment for untold thousands of 
workers. 

By the same token, the installation 
of ranges, dish washers, water heat- 
ers, refrigerators, home freezers, air 
conditioning and laundry equipment 
and many other items will require, 
if traced all the way back to the 
origin, untold thousands of jobs. As 
people are employed and payrolls are 
produced, prospects are developed 
and additional equipment requiring 
installations will be sold. An endless 
cycle involving contractors and their 
services can be developed provided the 
desire to take all of the profits at 
the surge does not becloud the longer 
view. 

We must not overlook the hun- 
dreds of thousands of jobs involved 
in the design, manufacture, distribu- 
tion, selling, and installation of the 
different types of utilization equip- 
ment designed for the home, farm, 
store, and shop and which, according 
to economists and confirmed by num- 
erous surveys, will be purchased in 
greater volume than ever witnessed 
in all history. But these workers 
will not be needed if the channels 
through which distribution is to flow 
are blocked by price structures em- 
ployed among the contracting pro- 
fession. Yes, that will virtually ruin 
the seller’s market and in so doing 
create mass unemployment to the 

(Continued on page 26) 
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Traffie-Stopping Lighting Joh 


Utilizes Slimline Lamps 


SLIMLINE fluorescent lamps find 
their first large scale usage in the re- 
modeled seven-story store of the 
American Sporting Goods Company, 
of St. Louis, Missouri. 

When Harold Siebens, head of 
the firm, bought the building which 
now houses American Sporting Goods 
Company, he had formed certain 
definite theories about illumination. 
He expected it to do an advertising 
job through sheer eye appeal, sell 
more merchandise by visibility from 
the street, and furnish a more attrac- 
tive shopping atmosphere than the 
usual sporting goods store can offer. 
Therefore, he set the following min- 
imums before contracting fer the 
world’s first major installation of slim- 
line fluoresecent lighting. 


Flush-Type Fixtures 


First, it was specified that all fix- 
tures were to be furred flush in the 
ceiling. Second, to do away with 
dark areas and dim visibility, the 
system had to provide a minimum 
of 50 foot-candles at all merchandise 
display points throughout the store. 
Third, it had to provide this sharp 
visibility all the way back from the 
windows while yet glareless, soft and 
cool. Lastly, “architectural long lines” 
had to be followed, in key with the 
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slimline lamps. 
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Lighting up to a 50 foot-candle level, 
American Sporting Goods Co., of St. 
Louis, has made its entire first floor 
a huge display window. The job is 
one of the first large scale uses of 


long, narrow layout of the store itself. 

Lighting also had to be adjustable 
to two or more levels in compensa- 
tion for bright and dark days, readily 
interchangeable, and easily maintained 
from a cleaning and replacement 
standpoint. Due to the vast number 
of merchandise items carried, and the 
odd-shtaped display fixtures involved, 
lighting had to be carefully planned 
at every step—to make the store an 
eye-catcher at night and day alike, 
sharply delineate small details of mer- 
chandise to passersby—and otherwise 
appeal to sports-minded customers. 

Each of these features has been met 
by the installation made by Joleco 
Corporation, St. Louis electrical con- 
tractors, and Design, Incorporated, 
building remodelers who transformed 
the thirty-five year old building into 
the nation’s largest retail sporting 
goods store. 

“Slimline” fluorescent lamps were 
selected for the bulk of the job, 
chosen for high efficiency, versatility, 
compact size and easier maintenance 
than the standard fluorescent and in- 
candescent types used elsewhere 
through the building. Joleco Corpor- 
ation specified this new type of fluor- 
escent lamp for several reasons, chief- 
ly the 63 lumens per watt developed 
and optional operation at 200 milli- 


amperes or 100 milliamperes for van- 
ous brightness levels... Also, fewer 
lamps were required to maintain the 
required foot-candle average, mean- 
ing less cleaning and replacement, 


and the thin, long design fitted in 


well with the store architecture. 

As pictured, the result is an eye- 
appealing store which is one ‘huge 
“display window.” Fifty foot-candles 
minimum on the salesfloor and in the 
display niches lining the walls make 
so small a detail as printing on mer- 
chandise boxes readily visible from 
the street. Ablaze with light until 
after midnight daily, the store has 
rung up a tremendous volume of sales 
which justify Mr. Sieben’s theory that 
“seeing is the biggest thing in sell- 
ing.” 

300-Watt Spots Used 


The first floor general sales area 
is lighted by twelve 6-lamp eight-foot 
slimline fixtures of the egg-crate 
type flush with the ceiling. These 
are mounted in four rows on eight- 
foot centers, two 6-lamp, 8-foot fix- 
tures running widthwise centered 
three feet from the front. In combi- 
nation with these the contractor in- 
stalled twenty-eight 300-watt reflector 
spot lamps on 9-inch centers, to help 
control daylight reflections and to 


Taken during construction, this view shows how the 
slimline fluorescent fixtures were installed to form 
lines of light flush with the ceiling. The fixtures 
are 6-lamp, 8-foot egg-crate units. 
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Slimline fluorescent lamps were chosen 
for the principal lighting of this modern 
store because of their high efficiency. 
versatility, compact size, and easy main- 
tenance. A particular advantage is the 
fact that the lamps can be operated at 
either 100 milliamperes or 200 milliam- 
peres. This makes it possible to operate 
the system at different brightness levels 
according to outdoor light brilliance. 
Photograph at left shows the general of- 
fice lighting. 


These views of the first floor 


lighting shows the eye-appealing 
results obtained by careful design. 
The 50 foot-candles minimum on 
the display floor and in the wall 
niches shows every detail of the 
merchandise. 





In combination with the 
flush-type fixtures, the con- 
tractor installed 28 300- 
watt reflector spot lamps on 
9-inch centers to help con- 
trol daylight reflections and 
to provide punch lighting 
in the show window area. 
Directly behind the win- 
dows, light intensity is 300 
foot-candles on a plane 40 
inches above the floor. The 
store has already rung up 
a tremendous sales volume. 
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provide punch lighting in the show 
window area. The total here is 300 
foot-candles in a plane 40 inches 
from the floor behind the windows, 
for “eye smashing” attention day and 
night. 

The remaining rows of slimline- 
lamp fixtures maintain from 100 to 
65 foot-candles back through the 
showcase area. Under the mezzanine 
are 16 smaller slimline fixtures, from 
two to four lamps, which are mounted 
in rows across the ceiling width on 
7-foot, six-inch centers. These pro- 
duce 40 to 45 foot-candles, ample in 
the short space involved. Any passer- 
by with normal eyesight can clearly 
see any item as small as a baseball 
under the mezzanine from the side- 
walk. 

Over the mezzanine are eleven 
slimline fluorescent fixtures in rows 
across the width, parallel to ceiling 
beams on seven-foot, six-inch centers. 
All four-lamp units, these provide 40 
to 45 foot-candles at close range for 
shoes, jackets, sport shirts, sweaters 
and team uniforms sold here. 

Each of the 59 display niches 
which appear on both walls and along 
the mezzanine balcony front is like- 
wise individually lighted to maintain 
at least 50 foot-candles, by fluorescent 
lamps in combinations of two to five 
units, and various lengths according 
to size. Standard fluorescent is used 
in 21 of these, where the slimline 
lamp proved too long—but in all 
cases the lighting was carefully ar- 
ranged to eliminate shadows and low 
visibility spots. As shown in the photo- 
graph, details of guns, tennis racquets 
and games along the balcony front are 
clearly visible from the street. The 
first floor when all lamps are opcra- 
ting at 200 milliamperes is the most 
brilliant commercial sales area in St. 
Louis and has attracted much _at- 
tention. 


Flexibility Achieved 


No less important, however, is the 
second floor level where larger-sized 
items such as canoes, tents, outboard 
motors, diving boards, etc., are con- 
centrated. This more open space is 
illuminated by 25 slimline fluorescent 
ceiling fixtures, ranging from two to 
four lamps, and from 24 inches to 
eight feet, and spaced in single units 
on 9x12 foot centers. Foot-candles 
maintained are 40 to 45 at floor 
level. The slimline lamps are burned 
at 200 or 100 milliamperes according 
to outside brilliance. Inasmuch as all 
air circulated through the building 
passes through a precipitron dust-re- 
mover before entering, lighting is at 
near-peak at all times. 

The second floor lavatories are 
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equipped with two 15-watt germicidal 
units mounted seven feet above the 
tloor, one to each room. 

On the third floor, where retail and 
wholesale areas are combined with of- 
fices, standard and slimline units are 
combined in the ceiling, in rows 
across the width comprised of one 
4-lamp, 8-foot fixture and two 4-lamp, 
6-foot units in rows on eight-foot 
centers. Twenty-four fixtures are com- 
bined, in sizes appropriate for the dis- 
play or work beneath, including 64 
standard fluorescent lamps and 28 ot 
the slimline variety. Two offices are 
included. The foot-candle average in 
the open area is 50 to 55 for showing 
large amounts of sport goods concen- 
trated together, while office fixtures, 
each a four-lamp, six-foot model, give 
35 foot-canclles at the desk tops, 18 
at the floor level. Four more standard 
fluorescent units are employed in the 
hallway and corner areas, with another 
15-watt germicidal unit in the men’s 
lavatory. 


Germicidal Lamps Used 


Executive and general offices are on 
the fourth floor, utilizing both slim- 
line and standard fluorescent lamps in 
21 fixtures spaced in rows on 6-foot 
centers. There are four private offices. 
The 21 fixtures range from 2 to 4 
lamps, 24 inches to 6 feet in length, 
and maintain the unusually high aver- 
age of 55 to 60 foot-candles through 
the general office area. Each of the 
private offices averages 65 foot-candles 
at desktop levels, and has an §-2 sun- 
lamp centered over the desk for 
healthful rays. There are three ger- 
micidal lamps, 15-watt types, in the 
men’s and women’s lavatories, plus a 
private lavatory for executives. 

Joleco Corporation used some 150 
standard filament lamps in the ship- 
ping room, receiving room, stock 
room, and warehouse areas, and in the 
basement space. RLM industrial 40- 
watt fluorescent units are installed in 
the shipping room over the packing 
tables and bins, and similarly in the 
receiving department. Wall cases on 
the third floor are lighted with stand- 
ard filament lamps. Slimline fluores- 
cent lamps were used everywhere pos 
sible with their long length and pecul- 
iar advantages. Due to lack of prece- 
dence, the St. Louis contractor had to 
build all fixtures and housings in a 
short period “from scratch,” and de- 
serves a lot of credit for the efficient 
egg-crate type developed. 

A merchandising feature in the 
first floor lighting circuit is the use 
of an automatic time clock built into 
the system. Through its use, Amer- 
ican a Goods Company can 
leave all or part of the first floor cir- 


cuit burning until a pre-determined 
time, when it automatically cuts off 
A master switch at the door permits 
lights to be turned on or off at will 
regardless of the clock setting. To date 
the store has kept the first floor 
illuminated until midnight, as a 
“traffic stopper” which produces many 
new customers. 

All foot-candle levels mentioned arc 
calculated maintained foot-candles, 
figured conservatively at a 75% main 
tenance factor. These levels actually 
are quite higher due to the fact that 
the American store is completely air- 
conditioned at all times and the air 
filtered by precipitron as mentioned. 
Joleco Corporation slightly overpow- 
ered the entire job in order to main- 
tain the minimum average of 50 foot- 
candles. 

Total connected light load is 49,521 
watts, of which only 6,768 watts is 
distributed through the basement, 
fifth and sixth floors. The “punch 
lighting” on the first floor accounts 
for 17,692 watts, and the total for the 
first, second, third and fourth floors 
is 42,753 watts. 


High Wiring Costs 
Endanger Program 


(Continued from page 23) 


end that all of our moneys spent in 
promoting utility services will net 
a diminishing return. 

This is a serious matter . . . it is 
something in which the utility in- 
dustry is assured that practically all 
people . . . rank and file, would look 
most kindly on any steps taken to 
solve such a problem. I do not have 
the answer. I do know that in the 
Carolinas within our area served there 
are over 100,000 homes and farms 
and at least 500 cooperative dealers 
to which could be added all manufac- 
turers and distributors serving the 
area, who are looking forward to this 
market . . . a period during which 
time the dreams which they have been 
dreaming for four long years will 
come true. 

It is my feeling that every elec 
trical contractor who is inclined to 
look upon this problem with indif- 
ference and adopt a price-fixing pol- 
icy which would serve as a deterrent to 
progress should know these facts. 
Many of them are leading citizens 
in their communities and have con- 
tributed liberally in their efforts during 
the war in stabilizing the home front. 
That spirit should not cease with the 
signing of the peace. It should live 
on during these reconstruction days 
as we endeavor to rebuild and re- 
establish a great America. 
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ACCORDING to Al Robertson, ap- 
pliance dealer in Oklahoma City, 
it is just as important for an ap- 
pliance dealer to chart his future 
course as it is for a motorist to have 
1 highway map. 

And he _ has 
about it. 

He has made a chart on which he 
has placed actual figures of what his 
sales are to be each year, what his ex- 
penses are to be, what his salesmen 
are to sell and what they are to make, 
and what his repair business will be. 

In addition he is working out a 
basis on which to charge each — 
ment up with the square feet of floor 
space it uses. The department can 
then either sell enough to use the 
space, or lose the space by having it 
cut down to the size of the volume 
the department produces. 

Such a plan must have a starting 
point. This starting point will be 
different for every person who uses a 
similar plan. 

Mr. Robertson expects each depart- 
ment to produce $1,000 per square 
foot per year. For instance, he expects 
to sell 154 electric sewing machines 
in one year for $15,400.00, and has 
illocated fifteen square feet to the 
sewing machine department. His ad- 
vertising bill for the year for sewing 
machines will be $78, and he can 
pend it anyway he wants to—news- 
paper, billboard, direct mail, and radio. 

Mr. Robertson started with the pop- 
ulation of Oklahoma City, which is 
something over 200,000, and th« 


done something 








Charting the Future 
In Appliance Sales 


amount of money he wants to make. 

According to naitional figures, there 
should be 36,000 wired homes in a 
city of 200,000. All of these wired 
homes are prospects. 

We'll take a sample item like elec- 
tric refrigerators, but he has charted 
every appliance just like this one. 

He records that the average refrig- 
erator will sell for $150. Pre-war rec- 
ords show that refrigerators were sold 
at the rate of 129 per year per 1,000 
wired homes. For Oklahoma City the 
potential sales would be 5,244 per 
year by all the dealers. Mr. Robert- 
son figures on getting ten per cent 
of all the business in town. Accord- 
ingly, he will sell 524 refrigerators for 
which he will receive $78,660.00. 

He is going to spend 5 per cent of 
his gross on advertising. He set this 
figure high because he plans to sell 
more than 50 per cent of his volume 
on the floor by using heavy advertis- 
ing and save salesmen’s commission 
and salaries on this part of the gross. 

Five per cent of the refrigerator 
gross will amount to $3,933.00, and 
he will spread this with $3,300 to 
newspaper advertising and $633 di- 
vided between direct mail and _bill- 
boards. 

Take another one. The national 
average showed that washing machines 
were sold for $60 at the rate of 70 ma- 
chines per 1,000 wired homes. On that 


















At left, Al Robertson demonstrates 
a refrigerator to returned war vet- 
eran. Above, Mr. Robertson works 
on his “1946 Planned Sales Pro- 
gram.” 
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basis, 2,520 washing machines per 
year of all makes and by all dealers will 
be sold in Oklahoma City. Mr. Rob- 
ertson wants his ten per cent so he 
will sell 252 machines a year for which 
he will receive $15,120.00 and on 
which he will spend in advertising 
$796.00. 

His two stores are doing more than 
$40,000 per year in radio and appli- 
ance repairs. He expects this to drop 
fifty per cent and sets the goal for the 
repair department at $20,000, on 
which he will spend no advertising 
for the reason that in all the advertis- 
ing there will be at least one line 
which promotes the business of the 
repair shop. 

In any business there are two de- 
partments to the operation—the “‘take 
in” and the “pay out.” 

Already the skeptics are saying but 
what about expenses and overhead 
and salaries and commissions. 

Mr. Robertson wants for himself a 
reasonable salary which he collects 
under management and which 
amounts to 5 per cent of the gross. 
He wants 8 per cent on the gross net 
profit. That-and no more. 

So he set himself up a chart dealing 
with the per cent that can be paid out 
which was translated into dollars and 
cents on the basis of his estimated 
sales. Since it is of no value to any 
other business except for the per cent 
allocated to each phase of the opera- 
tion, we deal here with the allocations 

(Continued on page 30) 












Mr. Robertson has fostered many 
merchandinsing innovations. One 
of them was the display of a re- 
frigerator and a washer under an 
outdoor canopy. Thousands of peo- 
ple who would not have come into 
the store examined this outdoor 
display andn many became pros- 
pects. 
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POTENTIAL BUSINESS 


IN 


LAMPS 


REVEALED IN FARM SURVEY 


WITH INCREASING diversifica- 
tion of crops, more widespread use of 
scientific methods, and increased 
prices on all farm produce, the south- 
em farmer faces a period of greater 
prosperity and more comfortable liv- 
ing. 

The rural electrification program 
has brought to farm. families through- 
out the country new leisure along with 
greater use of the many appliances and 
machines that save labor and serve 
convenience. Yet the farm homes of 
America are still far from being fully 
electrified. There are now 2,557,247 
farms in the United States that are 
connected to electric power lines. It 
is estimated that approximately 2,000,- 
000 farms will be newly electrified in 
the first five years following the end 
of the war. An additional 2,780,207 
farm dwellings are within one-quarter 
ef a mile of existing distribution lines 
that are not yet connected. 

With more than 4,000,000 addi- 
tional rural homes to be brought 
within reach of electric lines within a 
uot too distant future, everyone in the 
electrical industry might well re-ex- 
amine this new opportunity for sales 
and service. The farm family can be 
sold every type of electrical appliance 
used by his city neighbors, and in ad 
dition, many other appliances and ma- 
ehines that facilitate the tasks peculiar 
to the farming, live stock and poult., 
industries. 

When those who live in the coun- 
try think of the benefits that electrifi- 
cation will bring, the farmer considers 
labor saving devices for barn and out- 
buildings, and his wife and daughters 
picture electrical conveniences that 
will ease the burdens of housekeeping; 
but every member of the family looks 
torward to better lighting. Whatever 
household appliances and small mo- 
tors may be bought with the coming 
of electric power to the farm, first and 
foremost in the mind of every membe: 
of the family is the fact that at last 
they will enjoy more comfortable and 
more modern lighting. 

The farm market is different from 
ths industrial, commercial and residen- 
tial lighting markets. The farmer has 
waited patiently for the arrival of the 
hi-line. At last, if not in actual sight, 
it is near enough to millions of homes 
so that farm residents can begin to 
plan on the many new comforts and 
conveniences they will enjoy when 
the power line is completed. 

Southern business men are closer to 


their rural customers, perhaps, than 
merchants in some other sections of 
the country. The fine old traditions 
of southern country life, and modern 
social customs bring residents of town 
and county into a more intimate un- 
derstanding of each other at work and 
play. The southern electrical dealer 
need not be advised to cultivate the 
business of his out-of-town friends and 
neighbors. 


Farin Income High 


Southern electrical men also realize 
that farm income during the late war 
years has been higher than ever before. 
They realize that many farm custo- 
mers will want to buy a complete light- 
ing installation, with the most modern 

of lamps and luminaires. 

Naturally, the man who is building 
a new home becomes a big customer 
for the electrical dealer. But the far- 
mer who is installing a complete light- 
ing system appears likely to prove even 
a better one. The new home builder 
frequently has to decide between com- 
peting conveniences. When his build- 
ing budget is overstretched, wiring or 


*Both of the authors are associated 
with the Nela Park Engineering Di- 
vision, General Electric Lamp De- 
partment, Cleveland, Ohio. 
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lighting may suffer a cut in favor of 
other facilities that appear at the time 
more attractive. 

When the hi-line comes through, 
the average farmer should be a prefer- 
1ed prospect for the electrical equip- 
ment salesman, and many farm cus- 
temers can be sold a completely engi- 
neered lighting job. In addition to 
what is necessary for a modern light- 
ing installation in the farmhouse, extra 
wiring, equipment and motors will be 
needed in the barnyard and outbuild- 
ings. 

“Just how many lamps can the aver- 
age farmer be expected to buy?” is a 
question that supply salesmen may 
ask. A satisfactory figure can be arriv 
ed at from the number now in use on 
the average electrified farm. For a 
number of years, lighting experts have 
accepted a total of 30 filament lamps 
as a representative figure. In arriving 
at this figure, however, no account 
was taken of lamps used on equipment 
and in outbuildings. 

A recent survey has been made by 
the Farm Journal to arrive at a more 
satisfactory picture of the number and 





In the sheep barn, too, good lighting facilitates every chore, saves time and 
labor. A recent national farm paper survey establishes 44 lamps per farm 
national average for farmhouse, barnyard, outbuildings, and on farm equipment. 
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iocation of lamps now in use on the 
electrified farms of the United States. 
Since this study included every section 
of the country, the replies from all 48 
states provide a representative cross 
section of the farm lighting potential. 
It shows that an average of 44 lamps 
aie in use on the average farm today, 
this figure being exclusive of those on 
trucks and automobiles. 

This average of 44 lamps per farm 
were used as follows: in the farm- 
house, 18.6 lamps; in or on equipment 
in the farmhouse, 14.5 lamps; in out 
buildings, 7.7 lamps; and in or on 
equipment outside house, 3.2 lamps. 

It may be of interest and value to 
southern electrical men to note fea- 
tures of this survey not indicated in 
the above figures. The national aver 
age of lamps in use per farm would 
have been raised to 51.2, had those 
used on cars and trucks been included. 
Over 250 lamps were reported from 
everal farms, and three had as few as 
four. Of the 32,717 lamps that this 
survey reported in use on 743 farms, 
75.2 per cent were used inside the 
house, and 28.8 per cent were used 
outside. Of the total lamps used in- 
side 43.7 per cent were on appliances 
and 29.7 per cent were on equipment. 
For general lighting 26.3 lamps were 
used, and on equipment 17.7 were in 
service on the average farm. 

The job of increasing the number of 
these special purpose lamps on the 
farms in his territory will offer the 
lighting equipment dealer an attrac 
tive opportunity for greater sales 


As they plan for the benefits that rural electrification can bring, the farmer 

considers labor-saving devices for barn and outbuildings, his wife and daughter 

picture electrical conveniences that will ease the burden of housekeeping, but 

every member of the family looks forward to better lighting for both farm 

tasks and comfortable seeing in the home. In poultry houses good lighting 
extends the layers’ working day. 


Questionnaires returned in the farm 
journal survey listed 1022 lamps in 
radios, 955 in flashlights, 6560 Christ- 
mas tree lamps, and 833 on inside 
equipment not listed on the return 
forms. Outside of the home, 935 


lood and spotlights were reported, 


Southern electrical dealers will see in the lighting of farms a sales opportunity 
even larger than the job of lighting new urban homes, because of the inclusion 
of many lamps needed outside the home, as those shown here in a cow barn. 
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701 lamps on tractors, 108 in electric 
hand lanterns, and 524 in various 
cither equipment such as lighted hot- 
beds, brooders and electric fences. 

Southern electrical contractors, deal- 
ers and salesmen will see in the light- 
ing of the farms in their territory a 
sales opportunity similar to the job of 
lighting new urban homes. The farm 
installation may be even larger in po- 
tential, however, because of the in- 
clusion of the many-purpose lamps 
needed outside the home on equip: 
ment, and for illumination in yard 
and outbuildings. The table (Pg. 30) 
gives minimum and maximum special 
purpose lamps and their location as 
reported in this survey. 


Fluorescents on Farms 


“What about fluorescent on 
farms?” many lighting men will ask 
This study indicates that farmers, just 
as many retail merchants who are plan- 
ning to relight, are already using this 
new light source. Despite the fact 
that those farms on which fluorescent 
is already in use were equipped when 
supplies were limited, or when this 
new light source was in the initial 
stage of commercial development, al- 
most one out of five, exactly 19,2 per 
cent, of the farms reporting had one 
or more fluorescent lamps, one farm 
reporting the use of seven. 

All southern wholesalers and the 
large majority of lighting equipment 








——————— 
Equipment Lamps, Inside Farmhouse 


Fashlights 
Christmas tree lamps 
All other equipment 50 


Equipment Max. Min. 
Clock 4 1 
Radio 7 l 
Range 11 ] 
Refrigerator 3 ] 
Vacuum cleanci 2 l 
Picture projector 6 l 
Lighted toys 12 ] 
Infrared lamps 4 l 
Sunlamps 6 l 
7 l 
6 
] 


ic 
So 


Equipment Lamps, Outside Farmhouse 


Equipment Max. Min. 
Yard flood & spot lights 100 l 


Infrared lamps 4 ] 
Sunlamps 3 l 
Germicidal lamp 6 1 
‘Tractors 9 ] 
Bicycles 5 l 
Handlanterns 6 l 
All other equipment 40 ] 





dealers will directly profit in the exten- 
sion of rural electrification. On many 
farms, sunlamps, germicidal, infrared, 
projector lamps and spotlights will 
find special uses in the general farm 
tasks as well as in poultry culture and 
animal husbandry. These special 
lamps will also facilitate the health and 
contribute to more comfortable living 
tor every member of the farm family. 

Equipment for general lighting and 
special service lamps are but a part of 
the electrical business in sight as a re 
sult of the tremendous rural electrifi- 
cation: program ahead. Authoritative 
cinta foresee the building of 1,- 

750,000 miles of new power lines, a 
wiring cost of $500,000,000 and the 
outlay of almost $1,000,000,000 for 
farm and home electrical equipment. 

The size of available figures strik- 
ingly illustrates the magnitude of the 
profit opportunities in this program 
for the electrical industry. 





Charting the Future 
In Appliance Sales 
(Continued from page 27) 


He projects his total gross profit 
as 35.2 per cent, a figure made up of 
an estimated margin on sales of 33.3 
per cent plus labor service cost and 
parts estimated at 1.9 per cent. These 
two figures when added give us a gross 
profit of 35.2 which is the amount 
we have to spend—from this comes 
everything. 

Office salary gets 1.2; sales expense 
(commission) gets 9; management 
gets 5; rent and heat gets 1, and light, 





power, and telephone gets 0.2 per 
cent. 

He included everything, including 
trade magazines. He lists office sup- 
plies, trade magazines, and books to 

get 0.5 per cent. 

All of these items that are to be 
taken out of the gross amount to 27.3 
per cent. He subtracts this from 35.2 
per cent and finds he has 7.9 per cent, 
apparently 1-10th of one per cent 
short of his goal, but he has made an- 
other profit. An interest discount of 
1.5 per cent has been earned for the 
year on the floor plan and such and 
this gives a net of 9.4 per cent. 

Well, Mr. Robertson said he didn’t 
want but 8 per cent and that was all 
he was going to have. 

So this overage of 1.4 per cent is 
to be distributed among the em- 
ployees just before Christmas as a 
bonus. 

So-o-o-o if the gross is $200,000 
and it should be, then the employees 
will get 1.4 per cent, or $2,800.00 to 
be divided among the employees. 

What to pay the salesmen? 

Salesmen will work for a $20 weekly 
salary and a commission of 8 per cent. 
Minimum sales will be $500 weekly. 
which will make commission and sal- 
ary net the salesmen $60 weekly. 

This, Mr. Robertson says, is strictly 
a minimum. He wants $100-a-week 
men. 

A leading sewing machine manufac- 
turer selling direct to the consumer for 
40 years has changed from commis- 
sion selling to a straight salary. This 
has resulted in many of his best sales- 
men seeking a commission job because 
they can’t get as much salary as they 
made in commissions. Mr. Robertson 
has already hired three top-notchers. 

Mr. Robertson says this setup can 
be used by any one who contemplates 
starting up in the appliance business. 

He has made a personal survey 
which indicates that it takes 3,000 
families to keep one man in business. 

A GI came to him the other day 
and asked his advice about going into 
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the electric appliance business in a 
town of 12,000. 

He asked how many appliance deal- 
ers were in that town and was told 
there were six. 

With six dealers already in the field 
of 12,000 that leaves only 2,000 fami- 
lies to support each dealer, and the 


new dealer or the seventh would have 


to get his out of an already over- 
crowded field. 

He advised the soldier to use the 
same formula and go where the 
chances would be better. 

Now there are some crowded areas 
where there are only 500 families to 
each dealer, according to Mr. Robert- 
son. 

Mr. Robertson started his business 
in Oklahoma City in 1932 in a build- 
ing 9 by 12 feet, for which he paid 
$15 per month rent. 

A second store was opened during 
the war and plans made for a com- 
plete and modern appliance store. 

Throughout his business career he 
has fostered innovations. One of them 
was display of a refrigerator and a 
washing machine under an outdoor 
canopy. 

Thousands of persons who would 
not enter the store looked at the out 
door display and many of them be- 
came prospects and eventually pur- 
chasers. 

The reason they will look at the 
outdoor display before coming into 
the store, Mr. Robertson said, is that 
when a person turns the knob and 
opens the door he has unconsciously 
placed himself under obligation. 

When he is outside under the sum- 
mer sun and the blue sky, he does 
not have that sense of being under a 
slight obligation or disadvantage. He 
consequently has the feeling that he 
can be completely unbiased toward 
the merchandise and can look, pur- 
chase, or knock freely and at will. 

First refrigerators to come in have 
already been displayed to a crowd un- 
der the canopy. 

Another innovation is the practice 
of furnishing small items to customers 
free of charge. Fuses, receptacle 
plugs, handles on irons and percola 
tors are tightened loose connections 
tepairs—all for free. 

A policy of one-day service on radio 
repair and radios repaired while the 
customer waits and watches has been 
a stimulator of the large volume of 
repair business. 

As to the projected business figures, 
Mr. Robertson said: 

“Maybe we'll sell more and maybe 
we'll sell less. We've got a mark to 
shoot at and a hill to take, and we’re 
not going to stop for water when we 
are but half-way up the hill.” 
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RECRUITING and training of 
ales personnel is probably one of the 
nost important problems facing util 
ty sales management. This problem 
s complicated by the fact that young 
men are not interested in becoming 
salesmen. A recent survey of high 
chool seniors shows that 95% of 
hem do not want to take up salesman 
hip as a career. 

In one eastern university which has 
ilways had excellent courses in sales 
nanship, less than 2% of the students 
ndicated an interest in selling. 

At the New York City Veterans 
Center only 14 out of 10,000 men 
gned up to become salesmen. 


A survey conducted in its own fac- 

ry by a large manufacturer of gas 
ppliances shows that less than 1/3 
of its former salesmen who during the 
var went to work in the factory will 
0 back to selling. 

Many returning service men want 
to use the training they received while 
in the Armed Services. Others feel 
that selling does not give them job 
ecurity. The consensus of one group 
of students who were surveyed is that 
elling is a “racket.” This also seems 
to be the viewpoint of many members 
of the faculties of our educational in- 
titutions and other groups molding 
the opinions of young men. 

Fortunately, this is not the opinion 
of those who know salesmanship and 





*Mr. Brooks is chief of sales staff 
for Ebasco Services Incorporated, New 
York, N. Y. This article is based on 
address before the Sales Section of 
the Seutheastern Electric Exchange. 
in Atlanta. 
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what it has done and can do in raising 
the standard of living of the people of 
this country. 

The time is too short for us to be 
gin an industry-wide program to sell 
salesmanship to the public. It would 
take considerable time to get such a 
program under way. So it would seem 
that the present job of changing the 
minds of the young men whom we 
would like to employ as salesmen is up 
to each individual sales manager. 

It is estimated that during the next 
five years American industry will need 
1,000,000 more salesmen than it em- 
ployed in the peak prewar year. This 
figure includes retail, specialty, and all 
kinds of salesmen. 

During the war, light and power 
companies like all other business or- 
ganizations, lost the greater part of 
their sales personnel. They are in com- 
petition with all other businesses and 
industries for good salesmen. If th< 
estimate just given is correct, and there 
is every indication that it is reasonable, 
then our problem of meeting our com 
petition for good salesmen is a real 
one indeed. 


Recruiting Salesmen 


The purpose of this article is: (1) 
To offer some suggestions as to how 
this competition may be met, and (2) 
How high grade permanent utility 
sales organizations might be built. 

The objective of a recruitment pro- 
gram is, of course, to bring to the per- 
son in the company responsible for 
selecting new employes, a sufficient 
number of candidates to permit the 
selection of qualified persons 








Experience in selecting salesmen for 
other lines of selling has proved that 
from 4 to 6 applicants or prospects for 
a sales job are required in order to se 
lect just one good one for further ex 
amination. Of course, when the need 
for salesmen is great and the supply 
is small, we doubtless would accept 
men we wouldn’t hire when the oppo- 
site was the case. 

It therefore seems that an organ 
ized written plan for recruitment must 
be established if the desired results 
are to be obtained. While the prob 
lem of recruitment is acute at this 
time, it is a problem that is always 
with us. 

The recruitment program should be 
continuous and so well organized that 
action at any time it is needed will be 
speedy and smooth. Responsibility 
for recruiting new salesmen should be 
definitely placed in one person and 
the procedure for interviewing and se- 
lecting new personnel firmly estab- 
lished. 

Of course, help in finding recruits 
will be needed from every member of 
the sales department and from every 
other source within as well as outside 
of the company where such help can 
be given. 

A complete plan or program would. 
of course, include short and long-term 
objectives, a record system showing 
sources for obtaining recruits and 
methods which are most effective in 
securing them. 


Pamphlet or Brochure Helpful 


As a first step in the recruiting of 
sales personnel, it might be well to 
consider the preparation of a pamphlet 








or brochure designed to sell salesman. 
ship to prospective salesmen. The con- 
tents and make-up of this pamphlet 
should stress and dramatize the advan- 
tages to the prospect of becoming a 
salesman for the company. 

Without attempting to outline all 
of the subjects that might be covered, 
it should be remembered that the 
strongest appeal for the job of selling 
is compensation. Salesmen generally 
are better paid than most workers. A 
survey of one well known agency 
shows that the average annual salaries 
of salesmen are from 12% to 35% 
higher than those of men engaged in 
Production, Engineering and Account- 
ing work in all age groups from 20 to 
49 years. 

Opportunity for advancement is 
another strong appeal. Many examples 
of the opportunity for advancement 
can be given in the histories of men 
now in executive positions with utility 
companies who began their carecrs as 
salesmen. 

Still another is that a good sales- 
man is seldom out of work. His serv- 
ices are in demand during both good 
and bad times. 

There are a great many other advan- 
tages to the man who is qualified and 
who will seriously engage in selling 
utility services as a career. These in- 
clude creative work, broadening of vis- 
sion, building of self-confidence and 
valuable acquaintanceships. Then 
there are the benefits which the com 
pany offers to all employes: group in- 
surance, old age pensions, physical ex- 
aminations, vacations, pleasant working 
conditions, etc., aside from the satis- 
faction that comes from improving the 
standards of living or more profitable 
operations of the customers to whom 
he sells utility services. 


How to Get Started 


A short campaign to begin the re- 
cruitment program without doubt 
would result in securing a number of 
potentially good salesmen. But there 
is reason to believe that the needs for 
good salesmen would be far from sat- 
isfied by this method. Continuous ef- 
fort is the only answer to completing 
a sales organization with qualified 
personnel. 

To accomplish the ultimate objec- 
tive through continuous effort will 
take time. It will also test the salcs 
ability of those who are responsibie 
for the job. Recruits will have to be 
found. They will have to be sold on 
applying for the job. It will require 
the skill, patience and persistence of 
sales management and first class sales- 
manship. All of the sales techniques 
which have proved successful in sell- 





ing utility services will be required if 
satisfactory results are achieved. 
Sources of Salesmen 


The source holding greatest possi: 
bilities for good recruits is, of course, 
the returning service men. Close, har- 
monious contacts with organizations 
where ex-servicemen are most et | 
to go in quest of a job will be helpful. 
These include U. S. Veteran’s Em- 
ployment Bureau, American Legion 
Posts, Veterans of Foreign Wars, and 
any new veterans’ organizations that 
may develop. 

Those companies which have kept 
in close touch with their former sales- 
men while in the service have the 
best chance to re-employ them. A re- 
port iust released by the Opinion Re- 
search Corporation entitled, “The 
Veteran and His Job,” shows that 
75% of those mustered out so far 
held jobs just before entering the 
service. But the majority are not go- 
ing back to their old jobs. Onlv 34% 
of all veterans who held jobs before 
have gone back with their old employ- 
ers. However, 49% of men who re- 
ceived something from their employcrs 
while in the service went back to 
work for their old employers. 

Other sources of recruitment which 
can be worked with fair results are: 

FEmplovment Agencies. 

Advertising Agencies. 

Placement Bureaus of Schools and 
Colleges. 

Personne! Managers of Companies 
in other local industries. 

Members of the Clergy, Doctors, 
Heads of Fraternal and Social Organ- 
izations. 

When it is considered that there 
will be many thousands of men re- 
turning from the service who never 
have worked in the business field, 
many of our sales forces might be built 
up from this group. 

Yet the source which may prove to 
be the best of all when results are 
measured in the quality of salesmen 
that will stay with the company is that 
represented by other businesses, clerks 
in stores, milk men, laundry men, 
door-to-door salesmen, cashiers, and 
others who deal with the public all 
day long and whose work in a very 
teal sense is selling. However, not 
many technically trained men for some 
commercial and industrial jobs will be 
found among these men. 

By training the company’s own 
salesmen, division and district man- 
agers, supervisors and other key men 
to recognize those with whom thev 
deal or otherwise come in contact. hav- 
ing unusual sales ability, many pros- 
pective top-notch salesmen can be 
obtained. 
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The scientific selection of salesmen 
is a phase of sales management that 
deserves probably more attention than 
is being given to it. However, some 
of the large industries which during 
normal times employ a large number 
of salesmen and which have long es- 
tablished personnel departments, have 
advanced a long way toward determin- 
ing the value of this science. It is 
doubtful that any of these large or- 
ganizations would give up the pro- 
gram they have begun, some of which 
include the use of aptitude testing. 


Selection of Salesmen 


There is pretty general agreement 
on the value of several well established 
steps in the selection program. For 
example, we know that a person must 
train himself to become an expert at 
interviewing applicants. We know 
that the end product, which is a bet- 
ter-than-average sales force, will de- 
pend a great deal on how well this per- 
son functions. Then we know that our 
public relations can be damaged if 
scores of applicants for jobs leave ori: 
place of business'with the feeling that 
they haven’t had a square deal. So 
the number one step in the selection 
program is to assign responsibility to 
a qualified person and then help him 
to train himself thoroughly for his job. 

The important thing for this man, 
as well as all others who are responsi 
ble for selecting salesmen, to keep in 
mind is that scientific selection ts not 
a substitute for experience and judg 
ment. Its purpose is to furnish help- 
ful information to aid in the exercise 
of experience and judgment. 

The man or men who are endowed 
with these two commendable human 
attributes will, of course, have cleared 
their minds of any prejudices they at 
one time may have held. Such men 
will not pass up a good prospectiv: 
salesman because he is too short o: 
too tall, because he wears a mustache 
or because he is not of his own faith 
or nationality. 


Job Specifications 


The character of jobs to be filled 
in the average electric utility sales de 
partment are many and varied. Thes« 
include residential, commercial, indus 
trial and perhaps government and mu 
nicipal, as well as sales promotion and 
advertising. It is important, therefore. 
that the interviewer have at hand a 
compkte job specification for each of 
the jobs to be filled. 

The principal requirements of a job 
specification for each class of sales job 
can be covered under the following 
headings: 

(Continued on page 92) 
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4-Day Program Planned 


For Lighting Exposition 


THE INTERNATIONAL Light- 


nique of more effective presentation 


ing Exposition to convene in Chica- | of the newest developments in light- 


go’s Stevens Hotel next April 26, will 
focus the nation’s attention on the 
need for a fuller and more enlightened 
ise of lighting in industry, business, 
stores, farm, home, schools, etc. 
Through a series of four morning 
onferences, the Exposition Commit- 
tee will seek to make better known 
the practical applications of the newest 
developments in illumination. Tickets 
to the conferences are available to 
irchitects, electrical contractors, whole- 
salers, industrial executives, illumina 
tion engineers, school men, business 
men, public officials, utility personne). 
railroad officials, oil company execu 


tives, and all other industrial and 
commercial officials concerned with 
lighting. 


The conference program, as an 
nounced, is as follows: Friday, April 
26: 9:30 to 12:30 —““New Lighting 
Trends and Methods;” Saturday, April 
27: 9:30 to 12:30—“Lighting Sales 
Forums for Electrical Contractors;” 
Monday, April 29: 9:30 to 12:30—-— 
Industrial Conference on Lighting 
Service and Lighting Sales Training; 
luesday, April 30: 9:30 to 12:30 - 
“Lighting Application Forum.” 

Each conference session will feature 
men who are recognized as outstand- 
ing in their subject. These conference 
sessions will afford opportunity fox 
round table discussions and forums on 
practically all subjects related to the 
application, utilization, and sale of 
lighting equipment. To the store own- 
er, service station operator, and dealer, 
it will afford opportunity to learn how 
to better use light to increase sales; to 
the industrial executive, to increase 
production, reduce accidents, and con- 
serve eyesight; to the school executive, 
the improved use of latest lighting 
techniques to improve educational re- 
sults and conserve the nation’s eye- 
sight; to the electrical contractor and 
utility man, the new ideas in the tech- 
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ing and their value to the customer 

Over 60 leading lamp, lighting 
equipment, and manufacturers of 
paint and other products which are 
directly related to illumination will 
display their products. 





Court Holds Co-ops 
Are Public Utilities 
THE Ark.-La. Electric Co-operative 

is a public utility subject to regulatory 

provisions of Act. No. 342 of 1937 

Circuit Judge Auten held in a ruling 


affirming findings of the old Arkansa: 
Public Utilities Commission recently. 


The former commission, in an or- 
der of December 14, 1944, held in- 
applicable a clause of Act. No. 342 
exempting rural co-operatives from cer- 
tain provisions and directed the co- 
operative involved to comply with 
terms of the act. 

The complaint was filed with the 
commission in behalf of four private 
utilities, Arkansas- Missouri Power 
Corporation, Southwest Gas and Elec- 
tric Company, Arkansas Power and 
Light Company and Oklahoma Gas 
and Electric Company. Petition for 
review of the commission’s order was 
filed in Circuit Court. 

In 1942, Ark.-La. Electric Co-oper 
ative received authority to construct 
and operate electric transmission lines 
from the site of the Jones Mill alu 
minum plant on Lake Catherine. 
northwest to the Oklahoma-Arkansas 
state line north of Fort Smith. Thx 
transmission line crossed areas served 
by Oklahoma Gas and Electric Com 
pany and the Arkansas Power and 
Light Company. 





FORTY YEARS OF PROGRESS—AII three of the above Westinghouse motors 

are rated at 4% horsepower. The “big difference” is that the one on the 

right was designed in 1904 while the other two are the latest models pro- 

duced. C. C. Shutt and William Boden are examining the 1904 model. 

At the left is a high speed 4 h.p. aircraft motor. The other °45 model is a 

general purpose motor used in such things as oil burners, office appliances, 
fan blowers, washing machines and workshops. 
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The four utilities charged the co- 
operative with operating as a public 
utility without complying with pro- 
visions of Act. No. 324, from which 
the co-op contended it was legally ex- 
empt. Oral arguments before Judge 
Auten disclosed that Ark.-La. had con 
tracted to serve five co-operatives in 
Arkansas. 


Electron Device 
To Aid Research 


SCORING another “first in’ the 
South,” the State Enginecring Exper 
ment Station at the Georgia School 
of ‘Technology, Atlanta, has an 
nounced the installation of a $1 3,00 
electron microscope, one of the mos! 
important scientific tools developed 
in the last ten years. 

“This instrument,” according to D 
Gerald A. Rosselot, director of th 
I'xperiment Station, “will cnabl 
to obtain much basic information on 
many problems in the ficlds of medi 
cine, biology, bacteriology, agriculture, 
metallurgy, textile fibers, and ceva 
mics. It will admirably complement 
the other equipment with which th 
ixperiment Station ts 
problems of importance to Gcorgii 
and the South, and will be used im c 
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and universities of this area.” 

The electron microscope is an in 
strument whicli has astonished those 
scientists who predicted that the 
power of the optical microscope would 
never be exceeded. The apparatus at 
Georgia Tech can magnify images as 
much as 20,000 times, compared with 
about 3,000 times for the optical type. 

Fven more important is the fact 
that photographic cnlargements reveal 
many new details even at magnifica 
tions as high as 100,000 times, where- 
as enlargements of optical photomi 
crographs show comparatively few new 
details, because of the instrument’s 
much inferior resolution of the image 

In principle, Georgia 
clectron microscope is much like the 
visual instrument. However, electron 
instead of light beams are fired from 
a “gun” at the top of the instrument 
ind are focused with adjustable mag 


Iech’s new 


nets instead of glass lenses 


Appliances Delayed 
As Workmen Strike 


As this issue gocs to press, th 
United lectrical Workers CIO 
union is still on strike in th 


plants of the General Electric Com 
pany, the Westinghouse Electric Cor 
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Viewing formerly invisible objects on Georgia Tech’s new electron micro- 
scope, in Atlanta, are Dr. Gerald A. Rosselot, standing at the right, director 
of the State Engineering Experiment Station; B. H. Weil, head of the Station’s 


Technical Information Division; and 


R. W. Koza, seated, facuity research 


associate who is in charge of the instrument and its use. 
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poration, and the Electrical Division 
of General Motors. As a result of the 
strike, appliance delivery dates from 
these firms have becn pushed into the 
unpredictable future. 

At the General Electric plants, it 
was reported that the strikes had 
halted production on refrigerators, 
washers, automatic blankets 
Disposalls, dishwashers, portable heat 
makcrs, 


irons, 


ers, toasters, coffee roasters 
ind fans. 

Spokesman for one company report 
cd that even when the strike is over, 
it will take some time to re-establish 
sources of supply of materials and 


parts and start up the production lines 





DATES AHEAD 
National 


Edison Electrie Institute, Transmis- 


sion and Distribution Committee, 
Netherland Plaza Hotel, Cincinnati, 
Ohio. February 18-19, 1946. 


Edison Electrie Institute. Electrical 
Equipment Committee, Netherland 
Plaza Hotel, Cincinnati, Ohio. Febru- 
ary 20-21, 1946. 

National Rural Electric Cooperative 
Association, Annual Meeting, Buffalo, 


N. Y. March 4-6, 1946, 


Edison Electric Institute, General 
Sales Conference, Edgewater Beach 


Hotel, Chicago, Ill. April 2-4, 1946. 

National Electrical Manufacturers 
Association, Spring Meeting, Palmer 
House, Chieago, Ill. Week of April 
8, 1946. 

National Electrical Wholesalers As- 
sociation, Annual Convention. Stevens 
Hotel, Chieago, Hl. April 21-25, 1946. 

International Lighting Exposition 
and Conference, Stevens Hotel, Chi- 
cago, Ill. April 25-30. 1946. 

American Institute of Electrical 
Engineers, Summer Convention, De- 

troit, Mich. June 24-28. 1946, 

National Electrical Manufacturers 
Association, Annual Meeting, Mar!l- 
boro-Blenheim and Claridge Hotels, 
Atlantic City, N. J. Week of October 
28, 1946. 

Southern 

Missouri Valley Electric Association, 
Power Sales Conferenee, Hote] Conti- 
nental, Kansas City, Mo. February 
13-14, 1946, 

Oklstoma Utilities Association, An- 
nual Convention. Biltmore Hotel, Ok- 
lahoema City, Okla. March 11-12, 1946. 

Southeastern Electric Exchange, 
Engineering and Operations Section, 
Tutwiler Hotel. Birmingham, Ala. 
March 14-15, 1946. 

Electrochemical Society, 
Mecting. Tuiwiler Hotel, Birmingham, 
Ala. April 10-13. 1946. 

American Institute of Electrical En- 
vineers, Southwest District Meeting, 
San Antonio, Texas. Apri! 16-18, 1946. 

Southeastern Electric Exchange, 
Annual Conference, Edgewater Gulf 
Hotel, Edgewater Park, Miss. April 
24-26, 1946. 

American Institute of Electrical 
Engineers, Southern District Meeting, 
Asheville, N. C. May 14-16, 1946. 


Spring 
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\ NEW revolutionary type of auto 
iatic electric range surface cooking 
nit developed by Proctor research en 
necrs under the direction of Josepn 
\\’. Myers, vice-president in charge o 
esearch, was recently announced by 
Proctor Electric Company, of Phila 
Iphia. 
{his new development makes elc« 


c range cooking competitive im 
ting speed with that of gas ranges 
| successfully applies automatic 
nperature control to top of-the-stov« 

Ing. 
[he heating coil of the Proctor au 
matic ele unit is 
1 heat conductive 


an extreme 


ctric range em 


ceinent 


hich 1s fired to noun! 





> 
Proctor 


for the 
-urface heating unit for elecirie ranges 


fhe thermostat new 


black dise in center of unit) is 


shown through glass cooking vessel. 


hardness and durability. It is stoi 
in its construction, can n¢ 
or warp, and is practically in 
trib Under extrem lang } 
] the Ct \ | not t 
tiie manufacturer report it 


isy to clean as the rest of 


ind can be easily wiped off wit 
$ | 





1 1 
damp cloth 
itures 


cooking unit ife 


lwo major fe of the new typi 


ge surface that it 


built for speed and has heat control 


\ push on the Proctor supercharg 


svi 
erenergizes the clement with fou: 
mcs as much wattage as it would 


? 
rdinarily have, and within 35 to 40 
cconds, the unit reaches its peak ten 


vcrature. ‘There is no delay in cook- 





ra 
ng. 


lor 





heat control, a thermostat 






Range Offers Automatic 
Surface Cooking Control 


placed in the center and springing 
above the unit maintains the propez 
heat for all types of cooking from a 
high heat for F'rench-fried potatoes to 
1 warming heat for keeping foods hot. 





for 
electric ranges has a supercharger that 


This new surface heating unit 


will bring the heat to peak cooking 
temperatures in a fraction of a minute 
will 
wil 


and a thermostat that maintain 


the temperature needed. 


This thermostat mal 
the botto n ol the ay ng \ el and 


vhen peak has been reached by super 


scr, thus saving rent consump 


without impairing cooking cfti 


cicnev: and makes contact with either 
old or new saucepans because it can 
dented or uneven 


adjust itself to a 


surface. 


More News On Page 72 
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F, J. Gannon 


Gannon President 
Of Tampa Electric 


ELECTED unanimously 
presidency of the Tampa Electric 
l'ampa, Florida, in Janu- 
iry, I'rancis J. Gannon, who has served 

ind general manager 
succeed Colonel Peter 


M. R. McKinley 


to the 
Com yaAnY, 


iS vice-president 
: a 1] 
since 1931, will 


©. Knight, who retires after 53 years 
of continuous service. At the same 
time Malcolm R. McKinley, the com- 
pany’s general superintendent since 


1928, was named vice-president. 

Mr. Knight was the organizer of the 
fampa Electric Co. Through him 
l'ampa was the first city in Florida to 
have electric strect cars and among the 


first citics in the United States to 
have them. Throughout the vears he 


1as gained distinction for his company 
by continuously maintaining the five 
cent street car fare, one of the very 
few companies in the United States 
that has such a low fare today. 

Mr. Gannon has had a long and ae: 
e career in the utility business, hay- 
ing started out at the age of 15 as a 
messenger in the office of Stone and 
\Vebster, in Boston. After he left 
Boston, he went to the Dallas Power 
ind Light Company as a bookkeeper 
s later was named assist- 
Pawtucket Elec- 


ind two year 


( 
nt treasurer of the 


tric Company, Pawtucket, Rhode 
| 5] ind. 
In 1910 he was named assistant 


treasurer of the Edison Illuminating 
Company of Brockton, Massachusetts 
rom there he went to the Sierra Pa 
cific Power Company of Reno, Neva- 
la, and in 1916 to the Northern Texa3 
l'raction Company, at Fort Worth. 

Mr. Gannon came to Tampa the 
first time in 1926 as vice-president and 
treasurer of Davis Island, Inc. He then 
was called to the presidency of the 
I'] Paso Electric Company, in E] Paso, 
lexas. He return to Tampa in 193] 
is vice-president and general manager 
¢ Tampa Electric Company. 
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MITCHELL introvucy, 








Shielded 4-Light Unit 
Mode! No. 3004 


(2-Light Model No. 3003) 





Deluxe Shielded 4-Light 
Model No. 3007 


(2-Light Model No. 3005) 


ONE-MAN QUICK-MOUNT 


Permits one man to install a 2-light or 4-light fixture in 
less than half the normal time. Ceiling Plate is mounted 
to ceiling. Wireway Channel is raised to Ceiling Plate 
and securely fastened with 4 Captive Knurled Nuts. 
Cross-Section shows house wires drawn through Ceiling 
Plate and Channel. Note open construction for convenient 
inspection. Wireway Channel secured into position for 
quick splicing of house wires to fixture wires, 
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-ATIRELY NEW AND COMPLETE LINE OF 


~ Commercial Fluorescent 
| —___ Luminaires 


. 
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Deluxe 4-Light Louvered 
Model No. 3011 


(2-Light Model No. 3009) 


Setting a New Standard in Lighting Service! ALL THESE FEATURES! 
: Offering Exciting New Modern Designs in 2-Light and 4-Light Units . . . Glass-Shielded, 1. Higher Light Ovtput— 


Less Glor 
Louvered and Open Types + Instant Start » New Patented “‘One-Man Quick-Mount’’! | Scientific ie 


iti ’ . Proper Lamp Spacing 
New opportunites for sales and profits ... greater than you've ever known... are open to 


ou now! For MITCHELL ingenuity brings you modern Luminaires to answer every demand 

oc soft, glare-free lighting in stores, offices, schools, public buildings! In this new complete 
ine, you get a dozen and more vital advantages that enable you to provide the finest lighting 
performance on the market! Installation is simpler than ever. Maintenance is made easier for 
servicing economy. Values are exceptional because each unit does a big job for the money. 

Add to all this the great record and nation-wide 6. jew Catalog No. 285 [saz "| _& One Man Quick-Moun 
2 re 1eve | y+ a procuccs Use this powerful sales aid. Iilus- 10. Fleur-o-Lier, U.L. and 
through the years... and you have the strongest trates and describes complete line | cmuteumeumn E.T.L. Approved 
elling line today! Build a big commercial lighting 9 Commercial Luminaires. In- | a 11. Single Carton Packing 
business. Get volume sales and volume profits, U¢es helpful lighting data, in | fast! 6S. Minehet Guarentee 


stallation and servicing  infor- 
Sell MITCHELL Luminaires in 1946! mation! Write for it now! 


. True, Full-Depth Louvers 
. Luminous End Plates 
. Instant Start 


. Surface or Suspension 
Mounting 


NO WW 2 WwW WN 


8. Quick, Easy Instaliation 
and Servicing 
| 
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Mitchell Manufacturing Company 


2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Col. 
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EASY TO INSTALL AND SERVICE 





| MAKERS OF 
| Commercial! and Industrial Fluores- 
















Units may be sur- 
face mounted direct 
to ceiling, or suspen- 
ded by Canopy and 
Stem Set (extra). 
Models illustrated 
above may easily 
be joined end-to-end 


New, improved heavy- 
gauge steel wireway chan- 
‘ nels, with abundant knock- 
* outs for mounting and wir- 
ing. Wires, sockets, starters, 
glass panels, louvers, and 
other components are 
readily accessible for 

















cent Lighting Equipment * Store 
Window Lighting « Spotlights and 
Floodlights * Desk Lamps * Port- 
able Floor and Table Lamps * Bed 
Lamps * Ultraviolet and Infrared 


Neciih Lamps * Resident: a: SP TING 





APPLIANCE | MERCHANDISING 





Self Service System Pleases 
New Reeord Shop Customers 


CUSTOMERS at the newly 
opened New Orleans Record Shop 
sctve themselves just as do grocery- 
shoppers at the super markets—and 
they like it. Because his new store 


features probably the widest plette: 
variety to be found in all the Crescent 
Citv, owner Orin Blackstone decided 
that self servicc on the lines of food 
store self service would be more con 
venicnt both to customers an:l to 
store personnel. This system has 
worked out im _ practice amazingly 
well; the customers take to 1 ke a 


hungry housewife to a pound of sc r 
super market bacon. 

A New Orleans platter bug who 
wished to buy a recording of one of 
the jazz city’s oldtime musicians in 
action might find a job cut out for 
him if: he tried to purchase it at any 
ci the Crescent City’s older record 





stores. But he would find it at the 
New Orleans record shop, and if it 
weren't there, Orin Blacksone would 
oider it—even if the ordering took six 
months to consumate and entailed 
correspondence reaching to the ceil- 
ing. 


Mr. Blackstone aims to make the 
New Orlcans Record Shop a success 
adherence to cne selling principle: 
emplete selections Selling records 
and record acecssorics such as needles, 
uns, and racks, exclusively, he con 
n us merchandising activities 
on furnishing anything and every 
thing from ‘Toscannini to Duke El 
ngton which might be requested by 
record collectors. 
Ihe New Orleans Record Shop 
ned only last October. but alr ady 
cl ng startiing carly success 


because New Orleans record hounds 





Customer shops in ease, makes selections without the aid of a sales- 
man, in the newly opened New Orleans Record Shop. 
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Opening Today 





New Orleans’ exclusive 
phonograph record store 
Featuring: 


@ The widest variety of records and 
their accessories. 


More than 25 current labels. 


a 

@ Open display. 
@ Self selection. 
+ 


Freedom to browse and listen. 


DAIS 








See and hear one of 
the first record ma- 
chines, a relic of the 


1880.8. 











A 


REC Ge 


RDS 


439 BARONNE STREET 











are learning that they can find any 
thing they necd there. Most record 
shops stock plates of the big three 
recorders—Decca, Victor and Colum- 
bia — only. Mr. Blackstone stocks 
records of some forty companies in 
all, including several extinct outfits, 
and if anything the customer requests 
isn’t in stock, he will use the store’s 
wide contacts and buying facilities to 
find it for the platter bug. This serv- 
ice is a strong point for building cus 
tomer friendship and good will. 


Large Personal Collection 


Formerly city editor of the New 
Orleans Times-Picayune, Orin Black- 
stone “grew” into the record bus 
n through his own collecting acti- 
vitics. He admits to owning some 

ven to eight thousand records” in 
lis personal collection—but he isn’t 

tl ct number. 


sure or the exa 


Since his stock is on a scale compat- 
able to his own collection, it is easy to 
understand why Mr. Blackstone set 
tied upon self service as a selling gim 
mick when the New Orleans Record 
Shop first opened. In practice since 
then, the super market system has 
worked with great success; Blackstone 
finds that his New Orleans customers 
actually enjoy choosing their own re- 
cords from the open racks which dis- 
play Blackstone’s complete _ stock. 
They carry the platters to listening 
booths, play until they have decided 
upon a purchase, and then bring their 
records to Blackstone for wrapping 
and for payment. 
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The Walker line of stock items is broad 

and comprehensive, enabling any con- 
tractor or utility to quickly obtain equip- 
ment fo fulfill their requirements. 


Walker production is set up to enable 

custom design items at conditions com- 
parable to that of standard equipment 
saving both in time and money. 


Walker service goes beyond the bounds 

of sales and delivery...a staff of com- 
petent engineers are at your call to assist 
in planning and developing equipment 
which will function with the maximum of 
efficiency and greater economy. 


Walker quality is self evident and sub- 

stantiated by the repeated business 
which for years has kept Walker Electrical 
Company foremost in their field. 


WRITE OR 


SAC 


MANUFACTURERS OF SWITCHBOARDS ¢ PANEL BOARDS ¢ SERVICE EQUIPMENT + METAL ENCLOSURES 
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Customer Returned 
To First Class Status 


THE “customer,” so easily pushed 
into second place during the war years, 
now again receives the recognition 
due him. The following idea ex- 
presses a code of business sentiment 
that cannot fail to build goodwill and 
closer relations between the firm and 
those who do business with the firm. 

This copy would make an effective 
ad or wall-card for any dealer’s office: 

“What is a customer? 

“A customer is the most important 
person ever in this institution—in per- 
son or by mail. 

“A customer is not dependent on 
us—we are dependent on him. 

“A customer is not an interruption 
of our work—he is the purpose of it. 
We are not doing him a favor by sers 
ing him—he is doing us a favor by 
giving us the opportunity to do so 

“A customer is not an outsider to 
our business—he is part of it. 

“A customer is not cold statistics— 
he is a flesh-and-blood human being 
with feelings and emotions like our 
own. 

“A customer is the person who 
brings us his wants. It is our job to 
handle them profitably both to him, 
or her, and to ourselves. 

“Here the customer—that’s you—is 
more important than money. We 
welcome you. Come in.” 


Dealer Capitalizes 
On Good Location 


LOCATED on an advantageous 
site, Roy Wilkerson, 4012 MacArthu: 
Boulevard, Oklahoma City, Okla., has 
carefully planned means of attracting 
passers-by to his new electrical appli 
ance department where he will feature 
complete kitchens, laundries, and re 
frigeration equipment, and has arrang- 
ec hours to suit the convenience of 
these prospective customers. 

Mr. Wilkerson is situated several 
miles from Oklahoma City metropoli 
tan limits in a self-contained shopping 
area which includes a moving picture 
theater. He has been located there 
for several years, operating a large 
machine shop which was devoted to 
aircraft parts production during the 
war and an outboard motor and boat 
shop. 

One entire side of his building will 
now be devoted to electrical appli- 
ances, with new fixtures and shelving 
having been installed. The showroom, 
complete with large curved windows, 
is in full view of the traffic on Fedcral 
Highway No. 66. To take full advan- 
tage of this and other traffic, Mr. 
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Wilkerson keeps the interior lighted 
with spot and flood lights all night. 
Store hours will be from 11 a. m. 
to 9 p.m. These hours cater to the 
show crowd. ‘The fact that they are 
under no obligation when they visit 
and are protected from high pressure 
salesmanship will be stressed in win- 
dow and newspaper advertising. One 
advantage of these night shoppers will 





Roy Wilkerson and the model kitchen 
that will be built in his showroom. 


be that most of the time the entire 
family will be together and they will 
be able to discuss their plans in com 
parative quiet and comfort. 

Ample parking space will be a fea 
ture to be stressed in all advertising. 

The boat business requires that tlic 
business be kept open on Sunday, and 
tor this reason, Mr. Wilkerson plans 
to be able to give these boat customers 
any information on electrical appli- 
ances that they might want and to al- 
lew them to go through the display. 
They will also be signed up for Mon 
day delivery whenever they want to 
place an order. 

Between Mr. Wilkerson’s location 
and the city limits are several ‘large 
housing projects and several new sub- 
divisions have been planned. All the 
new residents and home owncrs will 
be called on by outside salesmen and 
their status as prospects will be en- 
tered on the office records. Mr. Wil- 
kerson states that he has found subur- 
ban people make above-the-average 
customers. 

Outside salesmen will make a per- 
sonal call to all the city and farm 
homes in the areas. 

“We will not wait for customers to 
come in to see our merchandise,” Mr. 
Wilkerson said, “but we are starting 
to knock on doors just as soon as we 
have merchandise in sufficient quan- 


tity. We are going to call on every 
resident, city or farm, in our terri- 
tory.” 

Mr. Wilkerson is sending out direct 
mail advertising to a mailing list of 
3000 names. 


Show Window Will 
Attract Passers-by 


SHOW WINDOW electric cook- 
ing demonstrations will attract persons 
passing the Osborne Electric Co.’s 
store, 2411 N. Walker, Oklahoma 
City, Okla., as soon as the appliances 
can be obtained, Marvin R. Osborne 
announced. 

The store faces east on Walker and 
the south show window will be re- 
served for display of a complete kitch- 
en. This will include an_ electric 
range, 1efrigerator, dishwasher, gar- 
bage disposal unit and deep freeze 
unit. The floor inside the show win- 
dow will be raised sufficiently to ac 
commodate the necessary connections 
beneath the appliances and give the 
display the elevation to make it more 
easily visible from the street. The 
Oklahoma Gas & Electric Co. has 
promised to have a cooking demon- 
strator in the display window carrying 
on actual cooking operations. 

An “L” type steel kitchen cabinet 
unit will be a part of the all-electric 
kitchen display. 








Exterior, Osborne Electric Co. 


Back of the kitchen will be a home 
laundry including electric washer, 
drier, ironer, clothes hamper and oth- 
er home laundry equipment and ap- 
pliances. 


Number of Dealers 
Greatly Increased 


HOW MANY dealers can a terri- 
tory support? When does a territory 
have the right number of dealers for 
a good job to be done? ‘These are 
questions that are bothering manufac- 
turers and distributors—as well as the 
dealers themselves. 

One large light and power company 
reports an increase of 90% in postwar 
over prewar dealers. Another estimates 
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Ready for a BIG 1946! 








The Full 6-& Home Laundry Line! 


Feature complete equipment for a sparkling new G-E 


All-Electric Laundry —and watch your sales ““go places 





SOON YOU'LL HAVE 
THEM All... 








G-E Washers, Dryers, Ironers. One 
complete home laundry line to talk 
about—and SELL! 


Your market is waiting for you... 





millions of women who want to buy 
Washday equipment. What’s more, 
(according to a recent national survey) 53% of 
them prefer G-E appliances! 


We're telling your market! 


We're not letting these women forget about 
G-E. Every month in leading magazines—every 
week on the air with ““The G-E House Party” — 
we're shouting about the All-Electric Laundry 
wonders G-E has to offer! 


So let prospects know you have the complete 
line. See your distributor for your G-E Home 
Laundry Self-Starter Promotion Package . . . and 
let’s go! General Electric Co., Appliance and 
Merchandise Dept., Bridgeport. Conn. 


TELL YOUR CUSTOMERS to listen to 
Art Linkletter, in “‘The G-E House 
Party,” every afternoon, Monday 
through Friday, 4 p. m., E.S.T., CBS. 














“THE APPLIANCES MOST WOMEN WANT MOST” 


GENERAL @ ELECTRIC 
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New, Improved G-E Washer!— for 
*“*Quicker-Cleaner” Washing! G-E quality 
through and through! And only G-E has 
all these features: 


“Activator Action’’—gentle, thorough. 
One-Control Wringer—tops for safety and 
flexibility. ““Permadrive Mechanism” — 
guly 4 moving parts. Needs no oiling. 


G-E Automatic Tumbler Dryer — dries 
clothes indoors! It’s new—and women 
want this G-E wonder that lets them dry 
clothes indoors, rain or shine. Does away 
with lugging heavy baskets . . . gently 
“tumbles” clothes dry, and does it in a 
hurry. Saves hours of time. Saves back- 
breaking work. 











i: 
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G-E Automatic Fiatplate lroner — cuts 
ironing time way down! With the G-E 
Ironer, a woman can sit down and iron... 
quickly, easily turn out flat pieces, shirts, 
dresses. Automatically controlled heats. 








G-E Automatic Portable Rotary lroner— 
Light for lifting, but does a heavy job of 
work. Turns out all types of ironing 
quickly, beautifully. A touch of the hand 
puts the ironer in operation. 

















G-E Portable Rotary lroner— An inexpen- 
sive leader! Weighs only 33 pounds, but 
does a full, efficient job — every time. 
Manually operated. 





New G-E Automatic Washer is coming 
soon! It’s revolutionary! The last word 
in automatic washers! Washes, rinses, 
damp-dries, cuts itself off—automatically 
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that there will be an average of one 
electrical dealer for each 67 domestic 
electric customers on its lines! 

The Virginia Electric and Power 
Company which serves more than 
300,000 domestic customers, has esti- 
mated that about 1000 dealers have 
been franchised to handle lines of ma- 
jor electric appliances in the area 
served by this company, representing 
an average of one dealer for every 300 
domestic electric customers. 


Crystal Included 
In Expansion Plan 


ALL set for a big expansion in busi- 
ness as soon as electrical appliances 
and equipment are available in quan- 
tities, the Oklahoma Electrical Sup 
ply Co., Oklahoma City, Okla., ree 
ently removed to new quarters at 
117-119 West First Street. ‘The firm, 
which was established in 19U9, for 
merly was located at 213 West First 
but outgrew the space accommoda 
tions there. 

The company now occupies three 
floors of a 50x 180 ft. building. An 
attractive stock of electrical fixtures, 
lamps, fluorescent lighting units, ap 
pliances, air-conditioning units, wiring 
and other merchandise occupies the 
main floor fronting the First street 
entrance. The second floor is being 
utilized as the merchandising ware- 
house and the third floor is the metal 
and general repair shop. 

Dealer for Carrier air-conditioning 
equipment and General Electric ap- 
pliances, the Oklahoma _ Electrical 
Supply Co., is already placing air- 
conditioning units and has reserved 
adequate space on the first floor for 
a greatly increased stock of electrical 
appliances and equipment. Stanley 
Hirsch, manager, says that for a time 


most sales will be made in the store, 
but that later, as electrical appliances 
and manpower shortag relieved, 
a number of salesmen will be engaged 
to demonstrate and take orders outside 


of the office 
A part of the Oklahoma Electrical 


Supply business which remained con- 


stant before and dur ind 
will be a permanent feature, th 
1 : , .* 
sale of imported crystal chandeliers, 
crystal girandolas, hurricane lamps and 
floor lamps. A sizeable stock of fin 
metal light fixtures also is on display. 


The unusual stock of fine crystal 
imported light fixtures occupies front 
position in the store where it presents 
a beautiful decorative foreground, 
plainly visible through the large 
““backless” plate glass show window. 
To the rear of this display are separate 
show rooms for other classes of electric 
lamp fixtures. 
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imported crystal chandeliers and fine metal fixtures located 
1 large show window, plainly visible from the street. 


Display room of 
just inside ; 


wo 
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Sales aisle leading to smaller fixture rooms—boudoir lamps and shade dis- 
plays are shown at left of aisles; fixture rooms at the right. 


Looking back from erystal room into three rooms where better, medium- 
priced fixtures are displayed. Note the built-in private office. 
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Alcoa Cable was All-Aluminum 
in 1905 when this conductor 
was installed 











Cleon ttitoduced AeC-$-R 4 /VOV 


Still in service after forty years, this Alcoa Hi-line or rural line, your construction is 
Aluminum cable had its picture taken to more economical, most dependable, when 
illustrate this fact: Aleoa’s recommendations you employ these conductors according to 
on line construction and Alcoa A.C.S.R. are standards recommended by Alcoa engineers. 
backed by many years’ experience. For help in designing or erecting a power 

That’s why it pays to come to Alcoa when line, get in touch with the nearby Alcoa dis- 






you are planning a line. That’s why you trict office. Or write ALUMINUM CoMPANY OF 





America, 2164 Gulf Bldg., Pittsburgh 19, Pa. 








profit when you build with Alcoa A.C.S.R. 
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Infra-Red Lamp 
Fast Moving Item 


INFRA-RED heat lamps are not 
too well known or used by the public, 
but D. H. Holmes Co., New Orleans 
department store, has demonstrated 
that they can be sold in considerable 
volume with only a small amount of 
promotion. In the housewares and ap- 
pliance section of that store they have 
been developed into a fast-selling, 
plus-profit item. 

According to Laura Rider, buyer, 
Holmes has experienced no need for 
pushing infra-red lamps in order to 
realize large volume sales. The lamps 
sell themselves, as proven by the first 
promotion of infra-red heat lights put 
on last July. The basis for that sum- 
mer promotion was one shipment of 
twelve hundred infra-red lamps. 

Mid-summer, Laura Rider points 
out, is an unseasonable time for pro- 
moting these heat lamps. Like othe1 
merchandise, they are bought in the 
greatest quantities when they are 
needed most by customers. That time, 
usually, is in the fall and early spring. 
Frequent weather changes at those 
seasons make customers demand 
lamps in quantity. 

But in spite of the unseasonable 
time chosen for this promotion, it 
proved a tremendous success. Miss 
Rider ran a single experimental ad, 
taking a large, nearly half-page space 
for her gamble. A center counter table 
on D. H. Holmes Co.’s street floor was 
secured for display (the Holmes 
housewares department is located on 
the store’s third floor), and a demon- 
strator was stationed at the street 
floor counter. Signs were put up. 

Next morning—despite the muggy, 
blistering New Orleans summer heat 
which tended to make anything with 
the word “heat” in its name unsale- 
able, a crowd was waiting to buy 
infra-red lamps even before the store’s 
doors opened at 10 a.m. Within one 
week the entire shipment of twelve 
hundred infra-red lights was sold, and 
customers continued begging for 
them weeks later. 

If this kind of spectacular result 
came from an unseasonable advertise- 
ment, reasoned Laura Rider, the store 
should be able to enjoy even more 
spectacular returns from advertising 
run at a time when winds and weather 
would cooperate to bring in custom- 
ers. So as soon as another sizeable 
shipment could be arranged, she de- 
termined to repeat the promotion. 

This time, infra-red lamp stock 
was left on the D. H. Holmes Co. 
third floor, in the housewares and 
minor appliance department, since the 
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item’s proved popularity and the lim 
ited stock indicated that street floor 
counters with their high-traffic advan- 
tages were not needed. Another single 
advertisement,: using quarter - page 
newspaper space, was run. 

Above a large illustration of the 
infra-red light itself in this advertise- 
ment was a simple “label” headline: 
“Penetray Infra-Red Heat Light.” 
Drawn beside and below the lamp cut 
were small benday drawings of the 
light in action, showing people—an 
important advertising twist—using the 
lamp for muscle relaxation, hair dry- 
ing, etc. The price, $1.60, was dis- 


played in the same size type. 

Like the previous promotion, this 
fall push behind infra-red lamp sales 
proved a great success for D. H. 
Holmes Co. Following the success of 
the two promotions, Miss Rider indi 
cates that infra-red lamps will become 
permanent stock in the Holmes house- 
wares department as soon as they are 
available in quantity. Until that time, 
she plans to re-order the lamps regu- 
larly, selling what she can get and 
putting on a big promotion similar to 
the first two promotions whenever 
there is sufficient stock from manufac- 
turers to justify the advertising outlay. 


Type of Traffic Considered 
In Appliance Store Loeation 


STORE LOCATION is a problem 
that received little attention during 
the war years but the relation of loca- 
tion to merchandising is so important 
that many new stores are considering 
all angles of their locations. They 
not only count ‘he traffic but make 
some estimate of the type of traffic 
and what its purchasing powcr 
amounts to and its buying habits. 

L. P. Schwieterman opened Schwic 
terman’s Home Appliances, in Decem- 
ber, in Jefferson City, Mo., the capi- 
tal of Missouri. Several commercial 
buildings were available and he se- 
lected one about two doors from the 
postoffice and about a block and a 
half from the state capitol. A block 
away are the buildings of the Missouri 
Supreme Court and the state law 
library and a comparatively new and 





L. P. Schwieterman explains 1946 
features to washer prospects. 
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modern office building containing 
state offices. 

These buildings are the working 
homes of thousands of office workers, 
executives, and state officials. 

Most of the year hundreds of out- 
of-town legislators are in town and 
pass by his store on their way to the 
capitol. 

Periodically the town is full of vis 
itors who are interested in laws being 
passed, or have business with the hun 
dred-and-cne departments of the state 
government. These visitors are ex- 
posed to Schwieterman’s windows. 

Post office traffic is a well known 
factor in merchandising and is an im 
portant asset to the location. 

The question now in the minds of 
other appliance dealers is how and 
what are you going to sell to this class 
of trade? Isn’t it a fact that this class 
of trade needs to be sold in the home? 

Ostensibly Schwieterman’s main 
line will be traffic appliances. All 
kinds of appliances that can be 
wrapped up and sold over the counter 
will be displayed and pushed. They 
will be advertised. He intends to have 
the largest stock and the greatest va- 
riety of traffic merchandise in town. 

All purchasers of traffic merchandise 
will be screened for possible prospects 
for electric ranges, refrigerators, com- 
plete kitchens, radios, washing ma- 
chines and home laundry equipment. 

Visitors buy presents to take home 
to their family. What better gift can 
a legislator take back to his home 
from the state capital than a new 
toaster or a handsome iron? 

Among a large population of office 
workers there are marriages, parties, 
showers, and birthday celebrations. 
All these events require the purchase 
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Virden Opens 
the Residential Fluorescent Market 


Virden's VS-224 featured above is 


smart—in a true sense. 


It utilizes modern plastics and metals 
to achieve lightness, grace and 
beauty. That's smart—but while its de- 
signer had in mind a modestly deluxe 


kitchen unit, the public grasps a wider 


No. VS-224—Two 40-Watt Lamps 


range of usefulness—that's smarter. 


The public sees in these fixtures fluores- 
cent lighting for dining room, bathroom 
or bedroom. They want fluorescent 
now. This fixture and its companion 
No. VS-242 make fluorescent pleas- 


antly available at reasonable cost. 


Am on 


No. VS-242—Four 20-Watt Lamps 


JOHN C. VIRDEN CO. - Cleveland, Ohio 
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of gifts. Mr. Schwieterman makes it 
extremely easy and logical for them to 
sclect handsome electric appliances 
almost at their front door. 

Mr. Schwieterman figures that the 
first six months of 1946 will be the 
time for a new store to lay its ground- 
work and make its plans for intensive 
merchandising when larger items be- 
come available in larger quantitics. 

By becoming known as the store 
with the largest selection of small ap- 
pliances and by steady merchandising 
of lamps, fluorescent tubes, table: 
lamps and floor lamps, this volume 
will become steady and permancnt 
Once on a solid basis, most of the 
sales can be made by store clerks, and 
the profit will go a long way toward 
paying all overhead expenses. : 

Prospects obtained as a result of 
small appliance sales will be filed with 
the sales department. By July he ex 
pects to have an aggressive outside 
sales force organized. These men wiil 
call on the prospects in their homes, 
prepared to meet sales competition 
and with merchandise to deliver. 

Since he is handling a well known 
line of radios, he will establish a radio 
service department to service his own 
sales and any other sets in the hands 
of the user. This department will be 
expected to produce not only pros- 
pects for new radio sets and radio com- 
binations, but also prospects for new 
refrigerators and washing machines, 
home laundrics, sweepers, electric 


heaters and electric ranges 


In connection with traffic appli- 
mces, Mr. Schwieterman has stoc kee 
a home vaporizer item which is used 
to automatically spray the air in lLomes 

Mi Schwieterman 1 ilso plannins 
on opening a home lighting depart 


ment specializing in fluorescent and 
will sell new home owners, new hom« 
builders, and contractors. Here, as in 
the othe departments the opporty 
nity will not be overlooked to sel 


' 


other appliances. This departinent 


will be expected to turn in its 


share 
of prospects to the sales department 
which will aggressively sell the large: 
ippliances. 

After six months Mr. Schwicterman 
thinks that selling appliances will b 
partly a door-to-door job. He plans 
to visit all his live prospects first 
and then have each salesman make a 
certain number of additional ‘‘cold”’ 
calls. 

A given number of calls will pro 
duce a certain number of prospects 
and a certain number of prospects will 
produce a certain number of sales. 


Hach salesman may be required 
to make only one cold call a day, but 


five cold calls a weck may produce 
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L. P. Sehwieterman (behind counter) 
seils room vaporizers. 
one good prospect. Besides that, it 
5 I 


keeps widening the circle of influence 


of the store. Every person who is 
made acquainted with the store, its 
stock, its location, is just that much 
nearcr becoming a customer 

Before opening his own store, Mr. 
Schwicterman was employed by the 
Stokes Electric ¢ ompanv, Of lefferson 
City, and also formerly was in charge 
f outsid les of ylianees for the 
\issourt Power & Light Company 


’ * } 
Kroin the Netebook 


Of a Suversalesman 


By Chas. B. Roth 


WITAT’S the most important qual 
1th I tlesman 1} l I 
nedium it n nol 
Ol i Ps 1 } iSWe!ls 
some micn § ! 1 ad im 

mation; INK 1d pcrst \ md 
so on 

Wile I] ( hose qualitic 
I Miport nt, they're not tl mo 
important single sualit l think the 
most unportant in le quality is th: 
salesman’s ability to inspire absolut 
behef belies ibility. 

Hvervthing a salesman does helps 
this, of course—his attitude, his choics 


of words, his record, even the way h« 
lives. But Gustave Le Bon, French 
psychologist, is more specific. He 
gives three definite rules, and I think 
any salesman would do well to memo- 
rize and practice the rules. 


Le Bon’s three roads to believability 
are these: 

}. Affirmation. When you affirm 
a thing you state and restate it with 
conviction. No doubt. No quibbling. 
Just a confident statement that your 
goods have value and will profit the 
prospect. 

2. Repetition. Then you have to 
repeat, repeat, repeat to make your 
man believe. The first few times he 
hears you he may doubt. But any idea 
repeated often enough is believed in 
the end. So go over your sales points 
again and again. 

3. Contagion. He takes his feelings 
and beliefs from yours, so if you are 
enthusiastic he likewise is enthusiastic; 
if you believe, he also believes. We 
say, “Feelings are contagious.” Right. 
And the wise salesman expresses en 
thusiasm, belief, conviction in every 
line of his body, in every expression 
on his face, in every tone of his voice. 

Maybe in these days and in the days 
to follow you will find Le Bon’s sim 
ple three rules of great help in doing 
i better job each day. 


Selling in the Future 


“OUT where I come from,’ re 
marks a character in one of O. Henry’s 
stories, ‘‘we even imagine in facts.” 
Which was his way of saying that he 
was a hard-boiled realist to whom 
pretty theories were of no use 

He might have been describing the 
chicf attribute of tomorrow's salesmen 


1 desire to face the music of facts 





ind sell on facts rather than on hopes 

(his is the first attribute of selling 
tomorrow, according to a survey made 
mong top ranking sales executives. 
Without exception, these men say: 
“The salesman who makes the grade 
tomorrow will be a man who respects 
and uses facts all the time. 

“Nliore data — less hunches,” is the 
way one salesmanager who expresses 
himself in terms of epigrams puts it— 
“more data—less hunches.” 

(Continued on page 89) 
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Electric control a devices since 1892 
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- line of Relays. In it you will find relays that exactly 
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BULLETIN 130 RELAYS 


To serve the Electrical and Electronic Industries Ward 
Leonard has developed a relay capable of service in 
the widest possible variety of applications. 





By designing a basic relay it was possible to produce a 
unit employing many interchangeable parts. With inter- 
changeable components the broadest range of require- 
ments as to voltages, currents and contact arrangements 
can be met. 


By employing modern production methods embodying 
standardization of relay parts the greatest flexibility of 
individual relay assemblies of highest quality is pro- 
vided. This standardization system, along with quantity 
production, fully assures the user of a better, more 
economical relay, utilizing the most modern features 
of relay design. 


The Bulletin 130 relays offer the user the choice of one 
to four poles, 6 to 230 voits D. C. and 6 to 440 volts 
A. C. in single or double throw, normally open or closed, 
with or without blowout coils and a host of other options. 
With such flexibility of arrangement, custom require- 
ments can be met without prohibitive cost or undue 
delay in delivery. 


Send for Bulletin No. 130 giving full particulars of this 


meet your requirements 





MOUNT VERNON, N. Y. 
OFFICES IN PRINCIPAL CITIES 





Private Office Lighting Design 


THE PROBLEM of designing a 
lighting system for private offices has 
baffled lighting engineers for years 
even though the lighting of a general 
office seemed relatively simple. Now, 
with a new technique, the problem has 
been solved. 

By engineering the layout of the 
luminaires with respect to the desk 
and table, the ideal in quantity and 
quality of illumination is provided 
with standard fluorescent luminaires. 

The new method may be termed 
“functional lighting” or “specific 
lighting” since the purpose involves 
the fundamental requirement which is 
“to provide maximum seeing comfort 
for the person working at the desk or 
table.” It definitely is a deviation 
from common practice of adhering to 
the laws of symmetry. But isn’t it rea- 
sonable to say, ‘““Why select lighting 
as the only thing that is symmetricai 
in a private office?” There usually is 
nothing else symmetrical in an office, 
if the office itself is symmetrical. 


Fundamental Considerations 


There are three main reasons why 
private office lighting is difficult: 

1. The installation efficiency (util- 
ization coefficient) is low because of 
the small area. This means it is often 


*Mr. Larson is lighting engineer 
for Lighting Division, Westinghouse 
Electric Corp., Cleveland, Ohio. 


By A. W. Larson* 


impossible to make a symmetrical 
layout that will provide the desired 
level of illumination without a “fix- 
ture store” appearance, or excessive 
wattage and heat. 

2. The lumen method of calcula- 
tion determines the average illumina- 
tion only and therefore does not give 
the expected intensity on the desk or 
table which is of most importance. 

3. If a symmetrical layout can be 
made to satisfy appearance and aver- 
age foot-candle requirements, the cost 
is often deemed prohibitive. The cost 
per foot-candle per square foot is 
higher than for a larger general office 
because of the lower installation effi- 
ciency. 

Private office lighting has one ad- 
vantage from the standpoint of lumi- 
naire location, and that is the demand 
for flexibility in locating the desk o1 
table is not as important as for a gen- 
eral office. Usually there are only a 
few practical positions where the desk 
and table can be placed. It is impor- 
tant, however, that they be located 
to utilize natural light from the win- 
dows to best advantage. 

From a quality standpoint, private 
office lighting techniques commonly 
used today have certain disadvantages. 
The single fixture installation illus- 
trated in Figure 1 is so located that 
the brightness of the fixture will be 


reflected from the desk top, paper, 
pencil-writing and instruments com 
monly used in offices. Pictures or glass 
partitions can also be a source of re- 
flected glare with critical locations of 
luminaires, such as this. 

Even if the luminaires are symmetri 
cally spaced to provide a desirable in 
tensity, reflected glare invariably re 
sults, whether working at the desk or 
table. This is shown in Figure 2. The 
requirements then are to eliminate re 
flected glare by locating the luminaire: 
around but not in front of the person 
working at the desk or table. Specular 
images of the luminaire brightnes: 
then are reflected away from the eyes 
of the person sitting at the desk. 


The New Technique 


For the office shown in Figure 2 
four 4-lamp, 40-watt fluorescent lumi 
naires installed as shown, would pro 
vide an average level of 38 foot-candle: 
in-service and approximately 63 foot 
candles initially. With these san 
four fixtures installed as shown in 
Figure 3, the illumination varies a, 
indicated by the “Foot-candle Distri 
bution” curve from A to B. Thesc 
curves illustrate clearly that the abund 
ance of light is on the table and des} 
and that the person working at th 
table (which seems to be a most com 
mon occurrence) works under a high 
intensity and looks into a low gradu 
ated intensity when looking across th 
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Figure 1. (Left) Reflected images of the luminaire bright- 
ness from shiny surfaces cause eyestrain, a common oc- 
currence in private offices and not always fully recognized. 
Figure 2. (Center and right) Four direct-indirect fluores- 
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cent luminaires installed as shown would produce 38 
foot-candles average in-service illumination. Whether work- 
ing at the table or desk, the eyes will be subjected to 
constant reflected glare. 
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Wit the tremendous sales momentum Rittenhouse Maga- 
zine and Newspaper advertising has already created for 1946 
Rittenhouse Chime models, wholesalers and dealers know they 
are not gambling on guess-work when they get behind the 
new, “Big Time’’ Rittenhouse Chime sales program. It’s 
paying off ow and coming months will be better still. 





Rittenhouse dealers can take our word that the greatest, 
most complete Rittenhouse merchandising drive ever launched 
will gain new power—and new speed—in its 1946, pre-tested 
chime-selling job! 

Just as Rittenhouse eliminated all objectionable chime 
‘static’ —mechanical noises—from 1946 models . . . and thus 
made possible new triumphs in tone perfection . . . so will con- 
tinually publicized Rittenhouse Chime beauty, mechanical 
features and Norman Pel Geddes style accomplishment start a 
steady flow of consumer-buyers to Rittenhouse dealers—in all 
communities. 

This stunning, Ivory Plastic BEVERLY MODEL is but one of 
the ten new Rittenhouse 1946 Chime beauties home owners will 
open their pocket-books to, the moment they see and hear it. 


Write for a copy of the Rittenhouse Broadside 
illustrating the complete line and outlining 
the 1946 Rittenhouse advertising and product 
promotion plans. 


The A. E. RITTENHOUSE COMPANY, Inc. 
HONEOYE FALLS, NEW YORK 


D Rittenhouse 7 


AMERICA’S FINEST CHIME SIGNALS 
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Figure 3. (Above) To eliminate reflected glare the luminaires 

should be around but not in front of the person working at 

the desk. Note that the maximum intensity is at the location 
of the table and desk. 


Figure 4. (Left at top) Here is the installed layout of Figure 3. 

clearly indicating that the lighting is installed to do a “specific 

lighting” job providing 85 foot-candles with maximum seeing 
comfort to the person working at the table. 


Figure 5. (Left) This office is the same size as the office in 

Figure 4. A layout of direct-indirect fluorescent luminaires 

formed in an “H” pattern provided 60 foot-candles on the 
table and desk, after 1,000 hours of burning. 


Figure 6. (Below and at left) An ideal layout for an office 

of this type is the “L” design. The average illumination from 

A to B is 48 foot-candles, while at the desk and table the 
intensity is over 70 foot-candles. 
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How to give them 


BETTER LIGHT 


Wanted: Light for the drafting room of the 
Pontiac VOCATIONAL SCHOOL, Pontiac, Michi- 
gan, that would help pupils learn faster and make 


the close eye work of drafting easier, less strain. 


Problem: Providing high level, overall lighting, 


with good distribution on walls and ceiling for 


greater eye comfort . . . despite the interference of 


large beams on the ceiling. 


Solution: Lighting engineers of the Consumer’s 
Power Company produced a practical and effective 
answer—continuous rows of Wakefield GENERALS 
(G-260) mounted diagonally to the drafting tables. 
This gives good shadow control, and the open top 
and plastic sides help provide comfortable light 
distribution, with 52 foot-candles on drafting 
boards. In this 26 by 40’ room with 12’ ceiling, 19 
units are used, each with two 100-watt fluorescent 
lamps. Mounting height 10’ above the floor. 
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School rooms in your territory may require 
different treatment, different equipment. But 
you can be sure that Wakefield will be glad to 
work with you in securing engineered lighting 
to fit your customers’ needs. The F. W. Wakefield 
Brass Co., Vermilion, Ohio. 


Are Your Customers Throwing Away Dollars? Proper 
lighting maintenance—cleaning fixtures and walls and 
relamping—can double or triple their lighting. Urge them 
to get the light they pay for—keep lighting equipment clean! 





THE GRENADIER 


<< 

















Figure 7. By forming a rectangle or square design with 2-lamp, 40-watt, 
troffer units, flexibility in lighting can be had by separately swiiching the 
“R” and “S” units. With both “on” for conferences, an average of 43 foot- 
candles from A to B was obtained. To eliminate annoying reflected glare for 
the person working at the desk, luminaires “S” should be “turned off” thus 
having only the “R” luminaires lighted. The illumination on the desk reduces 
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room in front of him. By measure- 
ment, brightness contrast of this in- 
stallation was well within good design, 
and by observation, no harsh bright- 
ness existed in the form of either re- 
flected or direct glare as viewed with- 
in normal viewing angles. Figure 4 
shows the appearance of this U-shaped 
installation. 

After 1000 hours of burning, the 
average illumination from A to B (Fig- 
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ure 3) was 57 foot-candles. This com- 
pares favorably with the calculated ini- 
tial average level of 63 foot-candles; 
however, the intensity at the table was 
85 foot-candles, even after 1,000 hours 
of burning. This exceeds the average 
by 49%, which is acceptable since the 
brightness contrast of the surroundings 
are well within accepted practice. 
The brightness of the walls is more 
important than the foot-candles on the 


horizontal plane between the table 
and the wall. 

Many designs to accomplish thy 
same results can be made, the choic< 
depending upon the shape of the room 
and possible desk locations. The other 
photograph and diagrams _ illustrate 
several more designs. All are designed 
to comply with the fundamental re 
quirement “‘to provide maximum sce- 
ing comfort for the person working 
at the desk or table” and, therefore, 
can be classed as ‘functional lighting” 
or “specific lighting.” 


Summer Sunshine 
From New F Lamps 


DISCOVERY of a new “phos- 
phor,” resembling the powde 
used in fluorescent light tubes—the 
first of its kind to permit manufa 
ture of revolutionary lamps produc 
ing invisible ultraviolet in desired pro 
portions for both humans and _ for 
poultry—has been announced by Gen 
cral Electric Lamp Department, at 
Nela Park, Ohio. 

A very thin coating of the new 
white powder on the inner surface of 
present G-E germicidal lamps serves 
to produce an ideal combination ot 
germ-killing and health-giving radia 
tions long desired by poultrymen 
‘T'wo sizes of these “Poultray” lamp, 
have just been developed by G.I. 

A heavier coating of the new phos 
phor in similar tubes has also mad 
possible a super G-E sunlamp for 
luman application. Two sizes of the 
latter type have been developed. Fach 
is many times more efficient in pro 
ducing biologically effective ultravio 
let and suntan than present sunlamps 

The smaller G-E “‘poultray” lamp is 
a 15-watt tubular unit 18 inches long; 
the other is a 30-watt tubular type 
36 inches in length. Samples of cach 
are available to fixture manufacturer 

The new G-E super “suns” are also 
tubular shaped. One is a 20-watt, 24 
inch unit; the other is a 40-watt, +5 
inch size. Both tubes are made ot 
special glass which screens out the 
few germicidal rays not converted bi 
the phosphor coating into desired 
radiation found in natural summer 
sunshine. These super G-E sunlamps 
will be commercially available as soon 
as reconversion facilities permit. 

The phosphor achievement culmr 
nates ten years of relentless research 
at the Nela Park laboratories for 3 
fluorescent powder capable of effi 
ciently converting the wealth of 
“2537” germ-killing waves, generated 
by low pressure mercury discharge 

(Continued on page 89) 
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«| with WESTONS ON ALL PRODUCTION 


| TEST-STANDS AND INSPECTION EQUIPMENT! 


With the race for markets in full swing, electrical manufacturers are 
eliminating costly production bottlenecks by providing uniform depend- 
ability in testing procedure all along the line. From the inspection of 
dc purchased components right through to final product inspection, they 
‘or insure accurate testing by using instruments they can trust. 

he And it’s easy to insure measurement dependability at every step, 
because there are WESTONS for every testing need . . . including types 
for all special test-stand requirements, as well as a broad line of multi- 
* range, multi-purpose test instruments. These compact, multi-purpose 
is testers often afford new simplicity and economies in testing procedure, 
ig while assuring the dependability for which WESTONS are renowned. 
a Literature describing the complete line of WESTON panel and test 
instruments is freely offered . . . Weston Electrical Instrument Corpora- 
tion, 686 Frelinghuysen Avenue, Newark 5, New Jersey. 















ALBANY ¢ ATLA hates * BUFFALO * CHICAGO + CINCINNATI * CLEVELAND * DALLAS * DENVES PBETRO SONVILLE + KNOXVILLE + LOS ANGELES » MERIDEN 
MINNEAPOLIS - NEWARRSMEM © BANS * NEW YORK + PHILADELPHIA * PHO BURGH. STER * SAN FRANCISCO * SEATTLE + ST. LOUIS * SYRACUSE 
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What the Plant Engineer Expects 
Frem the Power Salesman 


WE FACE the tremendous prob- 
lem of readjustment and reconversion. 
Readjustment is placed ahead of re- 
conversion because no industry has 
had an easier job of reconversion than 
the utilities, and the textile mills cer- 
tainly were not faced with the recon- 
version problems of the automobile 
and kindred industries. 

In discussing how the utility com- 
pany’s industrial power engineer can 
be of maximum help to his textile 
customers, the author can draw upon 
his experience both as an industrial 
plant engineer and as a former in- 
dustrial power engineer. Eight years 
out of 18 spent in the service of a 
utility company were utilized in beat- 
ing the bushes for new business and 
in protecting the old customers from 
being misguided by some high pres- 
sure equipment salesman. 

It can be taken for granted that 
most of you have demand-energy type 
power rates and most of you see the 
customer’s meter readings each month. 
You should check your textile cus- 
tomers’ bill and if the demand or 
kilowatt-hour consumption is unusual- 
ly high or low, you should immedi- 
ately contact the customer and en- 
deavor to determine the cause of the 
change. It may be that your customer 
has added some new load without 
your knowledge; he may have a ground 
on his system; or perhaps he has failed 
to put his capacitors back into service 
or has several blown fuses on his 
capacitors and has not discovered that 
these conditions exist. 

You could solicit the aid of your 
meter readers in calling these vari- 
ations to the customer’s attention at 
the time he reads the meter. If you 
use a chart type demand meter, per- 
haps a few minutes’ study of the 
chart in such cases would save a 
great deal of letter-writing and ex- 
plaining later. 

The industrial 


power engineer 


*Mr. Colbath is plant engineer for the 
Bibb Manufacturing Company of Ma- 
con, Ga. This article was adapted from 
a talk made before the Industrial 
Power Committee of the Southeastern 
Electric Exchange, Dec. 7, 1945. 
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By H. S. Colbath* 


should keep his textile customers ad- 
vised on industrial rate changes even 
though these changes do not benefit 
the customer. By being the first to 
call it to the customer’s attention 
and providing the customer with a 
copy of the new rate for personal 
study, the engineer would create an 
atmosphere of friendliness and con- 
fidence between customer and utility 
and leave the customer with a feel- 
ing of assurance that his interests 
were being looked after and that 
his business was appreciated. 

The industrial power engineer 
should always be on the alert for any 
methods of conserving electricity and 
pass it on to his textile customers 
in order that they may compete in 
the market with goods produced by 
textile plants whose electric power 
purchases are subsidized by govern- 
ment ownership. 

The industrial power engineer is 
usually an electrical engineer and pre- 
sumably knows something about the 
application of infra-red and high 
frequency heating and drying. He 
also knows refrigeration and humidi 
fication—that is, he would have to 
know about these things if he would 
be of maximum benefit to his textile 
customer. 

But assuming the power engineer 
knows these subjects well, does he 
know anything about their applica- 
tion to textiles, their effect on starch, 
yam strength, yarn setting, blending 


of natural waxes, or induced chemicals 
in textiles, effects on various dyes, 
and last but not least, their applica- 
tion tc textiles in special machinery 
for drying, etc. If he doesn’t know 
about these things, then he can’t be 
of maximum help here either, but you 
can believe with certainty that all of 
these subjects are being studied and 
much is being accomplished by some 
of your textile customers. 

Any utility who has textile industry 
as its principal load should have 
a textile research laboratory in con- 
nection with its industrial engineering 
department and should ever strive to 
help its textile customers fight com- 
petitors by developing new machin- 
ery, electric applications of drying, and 
heating, and methods of developing a 
superion textile product by the use 
of electricity. 

The alert power engineer should 
keep up with steam turbine, diesel 
engine, gas turbine, and atomic power 
developments and keep his large in- 
dustrial customers informed truth- 
fully of the cost of producing power 
with them. If you don’t do this, you 
can be certain that equipment sales- 
men will keep your customers starry 
eyed with stories of efficiencies and 
cost to be found only in the test 
laboratory, which in the end will at 
least cost you a few customers. 

The power engineer should be 
available to make efficiency tests and 
aid his textile customer in other lines 
of determining power use and cost. 
He shculd help the mill by making 
wiring layouts, recommending wirc 
sizes, switches, conduits, etc., and 
have available a lighting engineer to 
make complete and detailed lighting 
layouts in order that the customer 
might use these specifications to se- 
cure competitive bids or do the wort 
with his own crew if he so desired. 

If the power engineering depait- 
ment would be of any appreciable 
benefit to their textile customers, they 
must first increase the number of 
trained engineers and secondly give 
these engineers tools with which to 
do the job, and then back them 
up with notices to the customer that 
such services are available. 
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d The excellence of G-E Insulating Varnishes is backed by 
s 45 years of experience in research and manufacture. Millions 
of gallons of these varnishes were supplied for war uses. 
Now General Electric’s huge varnish production capacity — 
plus expert technical service—is available to peace indus- 

try. G-E Quality Control is your assurance of uniformity in 
g every shipment of G-E Insulating Varnishes. For full details 
consult your local General Electric Merchandise Distribu- 
tor. Or write direct to.Section RIMA- 264, Resins and In- 
sulation Materials Division, Chemical Department, General 
Electric Company, Schenectady 5, New York. 
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G-E INSULATING VARNISHES 

















G:E; OFFERS A COMPLETE LINE OF INSULATING MATERIALS 
ELECTRICAL SOUTH for FEBRUARY, 1946 





If there is a textile customer on 
your lines and he desires to have a 
detailed lubrication survey made, he 
doesn’t have to call in an outside con- 
tractor, he can pick up his telephone 
and within a short time have any- 
one of half a dozen highly qualified 
lubrication enginecrs in his plant, and 
they wil! stay one day or thirty days 
making a complete engineering sur- 
vey and lubrication layout without 
cost to the textile mill; and why? 
because he is after business or in- 
terested in keeping out competition. 

One can call another set of num- 
bers und in five hours his office will 
be filled with the best paint experts 
anxious to write specifications, recom- 
mend methods of application, and 
even supervise the paint job for you 
if you want to do your own painting. 

Call the coal dealer and he will 
give you the finest of fuel engineer- 
ing, tun efficiency test of your boil- 
ers, and make all kinds of recommen- 
dations to effect fuel economies. 

Ancther call will bring the natural 
gas engineer anxious to give every 
engineering aid including complete 
plans and specifications for changing 
your boiler over to natural gas or how 
to fir2 your present natural gas boil- 
er more efficiently. 

‘The boiler engineer will make every 
recommendation, construction draw- 
ings, and provide erection supervision 


for a new boiler or old boiler repairs. 

A pump engineer, a steam turbine 
expert, a diesel engineer will give you 
every assistance in using his product 
and in keeping it operating efficiently. 

Should you wish to build or repair 
a building, let it be known and under 
normal conditions, you can get a 
construction drawing, a list of neces- 
sary material with prices, etc., all 
without charge from your matcrials 
dealer. 

Can the power engineer mect these 
services? Have I given you an idca of 
some of the services your textile cus- 
tomer wants out of you besides kilo- 
watts? Will the utility management 
give you the tools, the manpower, 
the transportation and the permis- 
sion to grant these requests? 

Until sufficient industrial engineers 
are employed by the utilities to ade- 
quately serve their industrial custom 
ers and until restrictions are removed 
from the services they are allowed to 
render, the big job that the industrial 
power engineer is qualified to do will 
go undone with both utility and tex 
tile customer the looser. 

Your work is done under the close 
surveillance of the public’s eye. The 
conspicuousness of your job should in- 
crease the joy of doing it and encour- 
age you to do it so well that it will 
always be a credit to your pride and 
that of your company. 





Painting Motors and Coils 
With Modern Spray Guns 


THE secret of plainting motors fast 
and well is to use a spray booth and 
to paint with a spray gun. 

Because many have tried this me- 
thod and have found the hand brush 
more satisfactory, this article will show 
how small the difference is between 
success and failure. 

By using the spray gun method, 
the Armature Winding Company, 
Charlotte, N. C., has been able to 
produce ten times more painted mo- 
tors than by the hand method. 

Much of the time lost by spray 
gun is in keeping the nozzle clean 
and the gun operating. The moral 
is to keep the nozzle clean. When 
the paint has dried in the gun, it will 
have to be cleaned out before using. 

The secret of this is not to let the 
paint dry in the gun. Armature Wind- 
ing Company uses two screw-on tanks 
tor the gun. One is for paint and one 
is for thinner. When the painter 


is through painting and puts his gun 
up, he unscrews the paint container 
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2nd screws on the container with thin- 
ner. He then shoots this through 
the gun and hangs it up for the night. 
The next morning before using he 
puts thinner through the gun and 
then puts on the paint receptacle. 
The result is that the gun is always 
1eady for use. 

The next requisite is good equip- 
ment. Armature Winding Company 
bought good paint guns and properly 
engineered equipment for reducing 
the air pressure to the best pressure 
for painting. 

A place for everything and every- 
thing in its place cuts down the lost 
time in painting motors. Near the 
air gauge, a place was provided for 
hanging the guns. The paint recep- 
tacle hangs just above. The easiest 
thing the painter can do is to shoot 
thinner through his gun and then at- 
tach the paint receptable. Conve- 
nience, like time in a contract, is of 
the essence. By placing the compo- 

(Continued on page 89) 
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Spray gun and spray booth speeds 

up refinishing of motors. Gun is 

used for spraying coil seal as well 

as outside finish. Thinner spray 
keeps gun clean. 
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LANT modernizaztion brings opportunity 
to replace unsafe, temporary wiring 
methods and materials with approved time- 
tested systems. 


You can now use standard-threaded, full- 
weight rigid steel electrical conduit whereve- 
real protection is needed — for strengih and 
endurance, for prevention of penetration of 
moisture, vapors and dust, for effective re- 
sistance to shock, vibration, corrosion, arcing 
and short circuiting. 


The most widely used standard-threade-, 





full-weight rigid steel conduit is Youngstown’'s 
BUCKEYE. Your distributor has BUCKEYE 
CONDUIT in stock again — in the sizes and 


quantities you need. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


YOUNGSTOWN 1, OHIO 
Manufacturers of 


CARBON, ALLOY AND YOLOY STEELS 


Right- This upper floor remain- 
ed unfinished for several years. 
The rigid steel conduit afforded 
vital protection to wiring, 
against careless workmen and 
intruders. 





Ask your distributor for 
Youngstown Buckeye Conduit 
Products Sheets Plates 
Rods Wire Nails 
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Experimental Carrier Phones 
Installed on Arkansas Lines 


HOPE THAT the carrier telephone 
method of communication may bring 
telephone service to many farmers who 
have electric service, but are out of 
reach of telephone lines, was expressed 
by Claude R. Wickard, administrator 
of the Rural Electrification Admin- 

“istration, in commenting on test in- 
stallations of the new facilities just 
made in Arkansas. 

Pointing out that ordinary REA- 
financed rural power lines are being 
used for the Arkansas test of the car- 
rier method, Mr. Wickard said that 
success may open the way to tele- 
phone service for many of the na- 
tion’s 2,750,000 farm families now 
served by rural power lines, as well 
as for additional users to be con- 
nected under REA’s future program. 

In the test, announced recently 
from Jonesboro, Ark., by the South- 
western Bell Telephone Co., of St. 
Louis, carrier telephone equipment 
will be in everyday use by four local 
telephone customers served with pow- 
er by the REA-financed Craighead 
Electric Cooperative Corporation, of 
Jonesboro. 

In the new system, as explained 
by REA and Bell engineers, speech 


is transmitted by means of a carrier 
wave of radio frequency, which travels 
on the power lines along with the 
powér supply. Electronic transmitting 
and receiving equipment is installed 
at the switchboard and at the sub- 
scriber’s end of the line. The dial in- 
strument is used as in regular tele- 
phone service. 


Research Begun Before War 


Several years before the war, Bell 
Telephone Laboratories began re- 
search into the problems of adapting 
carrier telephone technique to rural 
power distribution systems. REA, 
originally interested in a means of 
providing communication between 
power maintenance crews and their 
home offices, assigned engineers to 
the joint research project in 1939. 
Since then engineers have made num- 
erous field tests over REA-financed 
lines but the Arkansas installations 
are the first to be made for continuous 
operation under actual working con- 
ditions. Work was suspended during 
the war and resumed only recently. 

One of the engineering problems 
was to prevent mutual interference 
from low frequency, high voltage pow- 





Telephone lineman completes installation of carrier type telephone 
in Brookland, Ark., during initial tests by Bell and REA. 
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er and the high frequency low voltage 
carrier currents flowing in the same 
wire. Jt was also necessary to elimi 
nate reflections from branch _ lines 
and to assure safety of users and 
maintenance personnel. 


Infra-Red Lamp Uses 
For Farm Purposes 


A WIDE range of uses on the farm 
can be found for the new R-40 infra- 
ted heat lamp, according to a recent 
publication of College of Agriculture, 
University of Idaho. Available in 150, 
250 and 300 watt sizes, with built-in 
reflectors either of the flood or spot 
types, the lamps can be applied to 
many drying and other applications 
requiring supplementary heat. 

Varied amounts of heat may be ob 
tained by selecting the wattage and 
number of bulbs required for the job. 
Long service life is obtained from 
the unit due to the relative low fila 
ment operating temperature as com- 
pared with the Mazda lamp. The low 
filament temperature also reduces the 
brightness, so the lamps may be used 
for therapeutic purposes with a min- 
imum annoyance from glare. 

The light bulb heating unit is ideal 
for quickly drying a new-born lamb, 
especially during the cold winter 
weather. Lamb brooders are easy to 
construct from lumber or insulation 
board, and the socket and bulb may 
be mounted in a tin can with a piece 
of hardware cloth to protect the bulb 
from breakage. Because the lamb 
brooders are needed only for the first 
two or three hours after the lamb is 
born, a single brooder may be used 
for many lambs during the season. 

Dr. Glen C. Holm, veterinarian 
for the University of Idaho, College 
of Agriculture, recommends the use 
of a heat lamp in maternity pens, 
especially for pigs, lambs, and calves. 
The dry heat from the lamps has an 
advantage for treatment to young live- 
stock during cold weather. 

Drinking cups for animals and hog 
watering troughs may be insulated 
and the control valves kept from freez 
ing by mounting the heat bulb as 
shown in the plan. The bulb should 
always be mounted out of the way 
and protected from the livestock. In 
all types of water heating it is a good 
practice to use plenty of insulation 
and expose as small amount of wate: 
as possible to the cold. 
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Look for Wiring Dollars 
Outdoors with «ee 


BRYANT 
WEATHERP. 
DEVICES —— 


No. 3880 weather- 
proof convenience 
ome oth rubber 














































= today are ini a lot Bios she new 
living.” They also pei the 





weatherproof 


switch with & bh E wees 
mat. (No. 4423 . 2 ; oageocte tumbler switch (Catalog | No. 


21) amd the wea atherproof outlet with its quick- 
lamp cover (Catalog No. 3880) illustrated here. The 
switch is also available in a 3-way type (No. 4423). 





Completely protected from moisture, these devices pro- 
) vide dependable outdoor service. 


Recommend, sell and install these weatherproof devices for screened porches, terraces, outdoor 
fireplaces and the like to connect lamps, toasters, grills, mixers, bug killers, Christmas lights and other 
1 conveniences. And don’t overlook the farm market where outdoor lights and electrical apparatus 
require weatherproof switches and outlets. Look for wiring dollars outdoors! 


| THE ANVANT ELECTRIC COMPANY ~ 


: SUPERIOR 
: WIRING DEVICES 


BRIDGEPORT 2, CONNECTICUT Flectrical ; 


, a . Wholesaler 








SAN FRANCISCO CHICAGO LOS ANGELES 
A SUBSIDIARY OF WESTINGHOUSE ELECTRIC CORPORATION © 





NEW YORK 





Bex. “ i Seale Bit 
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Utility infra-red lamp on_ rollers. 

Placed under ear or tractor, it will keep 

the oil warm and permit easy starting 

as well as prevent freezing. Eye hanger 

permits the unit to be hung con- 
veniently on wall. 


The heat lamp can be used in the 
pump house to protect it from free 
ing and to aid in keeping it dry. 
Frozen pipes can be thawed if the 
location allows the focusing of tlic 
heat lamps on the frozen area. Warm- 
ing hot beds, heating green houses, 
or the ripening of fruits which require 
the combination of light and tempera- 
ature is made possible by this equip- 
ment. 

You can find many a spot for the 
R-40. A battery of heat lamps can be 
used to speed up a paint job that 
does not quite dry overnight, or the 
lamp may be mounted above a feed 
trough in the chicken house to keep 
wet mash from cooling off or freez- 
ing. The supplementary heat from the 
bulb will aid in the ventilation of 
the house and help to keep the lit- 
ter dry. 

A 4x4-foot chicken brooder can be 
heated by two, 150 R-40 bulbs placed 
in parallel sockets on opposite sides 
of the brooder rails as shown in the 
plan. Or you can quickly dry the 
separator parts, milk cans, and pails 
by mcunting one or more of these 
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lamps above the can rack or utensil 
tray. 

Heat lamps are also being used for 
larvae and insect extermination. A 
spot-ivpe bulb is a good flea chaser 
—and when used with care causes no 
discomfort to the dog. 

The spot type R-40 can be mount- 


ed in an adjustable socket on a roll- 
around base for service in the farm 
shop or machinery shed. One of these 
lamps placed under the tractor, truck, 
or car engine will keep the oil warm, 
and thus make it easy to start, or 
will prevent freezing. 


Contractors Find Opportunity 
In Farm Crop Drier System 


MANY ELECTRICAL contractors 
may have noted the promise of vastly 
expanded rural electrification and a 
lush agricultural appliance market with 
the conclusion that this new market 
offers no profit possibilities for thei 
business. 

But in Texas an enterprising utility 
man with the help of an agricultural 
engineer has opened a field that can 
and no doubt will be cultivated by 
suppliers and contractors, individually 
and jointly. 

This field is the installation of drier 
systems which, now well past the ex 
perimental stage, have enabled farm- 
ers to save thousands of dollars worth 
of crops, whereas, before the advent 
of the drier, a profitable harvest or a 
total loss depended on the whims o 
the weather. 

This has been especially true of sec- 
tions where the rainfall is heavy and 
the heavy rainfall belt cxtends well 






across the South. Even where rainfall 
is not such a factor, sponsors of the 
drier system point to a saving in time 
and controlled curing for a long list 
of crops. 

The drier system as introduced and 
perfected in Texas under actual opera- 
tion consists of two units. With one 
of these the contractor will not be 
concerned. It involves remodeling of 
the farmer’s loft, or an installation in 
a building of his selection, which will 
provide for the movement of warm 
air under and through the crop to be 
dried. This is normally a job for car 
penters. 

Installation of the other unit calls 
for technique that is common con- 
tracting practice, but it also calls for 
equipment that neither the contractor 
nor the supplier is accustomed to 
handling. 

First is a burner, using cither bu- 
tane or natural gas. The burner makes 
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Typical installation of butane burner drier system for curing hay and 
other farm crops. Note the useful portable motor. 
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available heat that is forced through 
the drier system by a suitable fan, all 
of this equipment being properly 
housed and precisely adjusted to the 
needs of the individual system. 

That sounds rather simple, but Ict’s 
have a word from B. H. Standley, the 
Houston utility man who pioneered 
the drier system. 

“The cquipment necessary includes 
belts, fan, motor, and burner,” he says, 
“and where there is a dual installation, 
as is often the case, there is, naturally, 
a double market. 

“But that is not all. There are 
automatic controls for safety that ai 
considered absolutely essential and 
these controls alone run to approxi 
mately $50. Installation charges vai 
with the set-up, but they run up to 
$1,000, including all construction anc 
equipment. Careful installation is cs 
sential because, for example, the fans 
must have speeds exactly suited to thc 
requirements of the dricr system. 

“At first, there was difficulty in 
getting the equipment. At that tim: 
we were in the experimental stage and 
neither suppliers nor contractors werc 
much interested. Now, however, there 
are dealers who handle the equipment 
and who will make installations. My 
principal concern now is to get con- 
tractors interested to the point where 
they will install a ‘turnkey’ job for the 
farmer.” 

Mr. Standley is convinced that there 
will be a great demand for dricr sys- 
tems, especially on big farms or plan 
tations and that such prospects will 
prove highly attractive to the supplicr 
or contractor. 

This field, however, is still an in 
fant. It has not yet attracted a manu- 
facturer who offers a complete unit. 
It is still in the stage where inquiries 
are pouring in. 

The first experimental drier system 
was installed on the farm of T. C. 
Scruggs, in Galveston County, Texas, 
in July of 1944 under the direction of 
Mr. Standley and Pete Montfort, the 
agricultural engineer. In the follow- 
ing 12 months, 20 more were installed, 
and many more were in the process 
of construction. By fall of last yea1 
the demands for information were 
swamping the sponsors. 

An indication of the breadth of the 
field is contained in the fact that even 
in the first 12 months of the drier sys- 
tem these crops were cured: alfalfa, 
mowed and chopped; peanuts, peanut 
hay, oats, both in sheaf and threshed: 
milo and heagri in bundles; loose hay 
and threshed and dried in sacks; baled 
hay, soy beans, threshed rice in sacks, 
and others. 

What does this drier system mean 
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INVISIBLE RAYS GUARD MILK CANS—A new U-shape Sterilamp, which pro- 

duces invisible ultraviolet rays, can reduce the bacteria count in washed milk 

cans 96 per cent in one minute, according to engineers of the Westinghouse 

Lamp Division, Bloomfield, N. J. The lamp and its special fixture are shown 

being inserted into a can by a dairy employe prior to filling from the bulk tank 

at the right. The tube, which consumes less electricity than a 25-watt electric 
light bulb, is suspended on springs inside a protective steel cage. 


to the farmer Well, let’s follow the 
processing of a hay crop. Hay is an 
important crop generally, so it should 
serve as a good example. 

There have always been three dis 
advantages to the outdoor curing pro 
gram. First, loss of leaves and se :d 
by shattering as the product became 
dry and had to be handled from the 
windrow or shock to the wagon, then 
to the born loft, haystack or baler; sec- 
ond, damage by rain and continued 
heavy dews, many times even to the 
loss of the entire crop; third, loss of 
quality of hay by bleaching and burn- 
ing by the sun in the field. 

The principal of the haydrier is the 
furnishing of hot dry air by cither bu- 
tane or natural gas burners, forced by 
an electric motor and fan through a 
series of air channels over which the 





wet or green farm crop has been 
stacked from six to 10 feet high. As 
the dry warm air circulates through the 
hay or grain, the moisture content is 
rapidly reduced, the hay cures out a 
bright green color ang as soon as prop- 
erly dried by moi&ture tests, can be 
removed from the drying portion of 
the barn, baled and stored, while a 
new batch of green crop is put on 
the drier. 

W. A. Frazier, Harris county, 
Texas, farmer, installed a drier and 
has this to say: 

“After you have lost 200 acres of 
peanuts as I did in 1943 from wet 
weather, this new crop saver is really 
something. Under normal harvesting 
programs where I knew I could not 
save over 80 acres of peanuts due to 

(Continued on page 88) 
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Distribution Subjects Covered 
At AIEE Winter Meeting 


THE FIRST peacetime convention 
of the American Institute of Electrical 
Engineers, in more than four years, 
held in New York City, January 21 
to 25, included 28 technical sessions 
and conferences, in addition to a gen- 
eral session and several inspection 
trips. 

Featured particularly were many 
papers of practical interest to electri- 
cal engineers in the communication 
and power industries. Of particular 
interest from the distribution engi- 
neer’s point of view were papers de- 
scribing new thermal demand metez 
testing techniques; a new series ca- 
pacitor protective device: and a new 
submersible network protector. 

Presented by E. E. Lynch and M. 
I:. Douglas, both of General Electric 
Company, the paper on demand meter 
testing had as its purpose the encour 
agement of development of short-time 
testing techniques which could be 
used on the customers’ premises. 

“Conventional test methods in thc 
past,” the authors -reported, “have in- 
volved relatively long periods of load 
holding to bring the meters unde: 
test to thermal equilibrium for the 
calibration check and adjustment. 
With the increasing use of thermal 
meters, it is desirable to use some test- 
ing method which more nearly resem- 
bles tests on watthour meters. This 
article outlines three general methods 
for shortening the test time and leaves 
to the reader the choice of the meth 
od, or modification of it, best suited 
to his requirements. 

“At the present time it is customary 
to return thermal demand meters to 
the laboratory for checking and cali- 
bration. The following or a similar 
step-by-step procedure is usually fol- 
lowed: 

(1) Connect meters in “gangs” and 
apply potential to each for 2 to 2+ 
ours. 

(2) Check the zero reading and 
adjust if necessary. 

(3) Apply load to be checked and 
hold constant for 45 minutes. 

(4) Check the meter indication 
against the load held and adjust if 
necessary. 
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“A short test method for checking 
thermal meters should be a distinci 
advantage to electric power compa- 
nies, particularly as a means of check- 
ing the accurecy of these meters on 
the customers premises in relatively 
short periods of tmic. 

“For a meter possessing the simple 
logarithmic response characteristic, 
mentioned previously, three general 
types of short test methods have been 
suggested and evaluated. While othe: 
methods and modifications may be 
developed particularly for meters hav- 
ing other than a simple logarithmic re- 
sponse, the three general types de- 
scribed herein provide an opportunity 
for large reductions in the testing time 
or man-hours for meters having this 
characteristic. The following terms 
have been coined to identify these 
three methods: (a) two-point method, 
(b) double-load method, and (c) ther- 
mal standard method. 

“The two-point method is adapta- 
ble to testing on customers’ premises. 
The use of a graph or tabulation can 
be used to simplify the procedure. 
The double-load method in one form 
is best adapted to testing single meters, 
while another form is more suitable 
for gang testing in the laboratory. The 
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thermal standard method is usable on 
either “gang” or individual testing and 
is useful in its man-hour saving, al- 
though the elapsed time of test may 
not be materially shortened.” 

The following step-by-step proced- 
ure was suggested by the authors in 
the first variation of the two-point 
method: 

(1) Reverse potential with a load 
applied until indicating pointer reads 
zero. 

(2) Start stop watch and simulta- 
neously apply a known load and hold 
it constant. 

(3) At 3 minutes (or any suitable 
time depending on the charts set up) 
after the load was applied, read the 
meter indication. Continue holding 
load. 

(4) At 15 minutes (or any other 
suitable time) after load was applied 
read the meter indication. 

(5) Check the charts to find the 
ultimate indication of the meter— 
compare this with what the ultimatc 
indication should be from the load 
held. 

The second variation of this meth- 
od requires the use of two stop 
watches which are started simulta- 
neously with the application of the 
load. One watch is stopped as the 
pointer reaches 37% of load applied 
and the other is stopped when the 
pointer reaches 90% of the load. 
From the stop watch readings the ulti- 
mate deflection is determined from a 
chart. 

The double-load method, as_ the 
name indicates, requires the applica- 
tion of double load to the meter under 
test for an interval of time followed 
by a short period of holding the test 
load. Two variations in the general 
method are apparent; first, the double 
load mav be held for a specified length 
of time: or second, the double load 
may be held until a definite indication 
on the meter is attained. A step-by- 
step procedure for the first is out- 
lined below. 

(1) Reverse potential until meter 
treads zero indication. (Gang test 
meters will read zero at end of poten- 
tial preheat.) 
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4 RANGE FEATURES 
THAT PUT G-E WAY AHEAD! 


No other range has all the wonderful, saleable features 


the new G-E range offers! Nationally advertised price, too! 





We could talk all day about the beauty and quality of the Fr 


® Calrod Units—for G-E “‘Speed Cooking” 
new G-E Range . . . and the dozens of great features it has! i 


Really fast — these clean, efficient Calrod 
\| Units! They’re what makes G-E “Speed Cook - 







But here are four stand-outs that put this marvelous new 
‘}{ ing” possible, and only G-E offers a range 


SY equipped with them throughout! 


Five cooking heats with Calrod. Always the 


(;-E Range far out in front of competition. Four of the many 
reasons why 2)2 times more women prefer G-E than any 
other range.* S 
same, always controlled. Of the millions of Calrod units that 
have been in service since 1932, less than 14 of 1% have been re- 
turned to us because of failure, a record unmatched and unparal- 
leled in the industry. 


We’re pushing these G-E exclusives in national advertising. 
Vhey’re quick selling points for you to push! General Electric 
Co., Appliance & Merchandise Dept., Bridgeport, Conn. 
*The result of 8 recent independent national surveys. 

{ © Tripl-Oven—3 Ovens in 1! 

Women go for this oven—and only G-E has it! 
Master Oven, big enough for two 15-lb. turkeys. 
Inside it, a Super Broiler, with radiant, char- 
coal-type broiling. And a Speed Oven that 


cz 


“ —=- 
RTI E™ 


& ¢ i fie 


heats to 400 degrees in 514 minutes . . . faster 
than any other range oven! 


®@ No-Stain Oven Vent—forcleaner kitchens! 
Another G-E exclusive! The No-Stain Oven 
Vent is cleverly placed away from the back 
wall. Carries most cooking vapors into an 
under-the-surface drip pan. Walls, curtains, 
ceilings stay brighter. 


@ Tel-A-Cook Lights—for added conven- 
ience! 





Each cooking speed is indicated by a different 
colored light on the control panel. Tells at a 
glance what heat’s on and where. A big safety 





and convenience feature that only G-E has! 


AUTOMATIC ELECTRIC RAN G ES 


GENERAL @ ELECTRIC 


, 





Tell your customers to listen to Art Linkletter, in “The G-E House Party,” every afternoon, Monday through Friday, 4 p.m., E.S.T.,CBS. 
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(2) Apply double load for a speci- 
fied time. 

(3) Cut load to test load and hold 
constant for a specified time. 

(4) Read meter and compare it with 
the load value being held. 

(5) Make any adjustment necessary 
in the meter. 

This procedure is adapted to gang 
testing of meters if desired, and the 
meter may be adjusted at the end of 
the test. The indicating pointer must 
be used during the test rather thar: 
the maxium demand pointer, since the 
indication at the end of the test may 
be lower than at the end of the double. 

A step-by-step procedure for the 
second double-load variation follows 
the first except that the meter need 
not necessarily read zero at the start 
of the double load period, and the 
load should be reduced to the test load 
as soon as the meter reads the test 
load. Obviously, this procedure is 
suitable for testing only one meter at 
a time. It does allow adjustment of 
the meter at the completion of the 
check. 

Thermal Standard Method 


The thermal standard method re- 
quires the use of an accurately cali. 
brated thermal meter of approximately 
the same response characteristics as 
the meter under test. Two variations 
of this method suggest themselves. 
The first is actually a combination of 
the double load and test standard 
methods. The second, which does not 
involve applying double load, con- 
serves man-hours but does not appre- 
ciably reduce testing time. 

Both variations of the therma! 
standard method are suitable for either 
single-meter or “gang’’ testing. Ad- 
justments can be made on the meters 
at the conclusion of thc test, since the 
test meters are at thermal equilibrium 
The indicating pointer must be used 
rather than the maximum demand 
pointer since load variation may cause 
a downward pointer movement during 
the test. The use of the accurately 
calibrated ‘“‘standard” thermal meter 
eliminates the necessity for precisc 
load holding, although reasonable lim 
its must be maintained so that differ 
ences in the response time of the test 
meter and the standard do not intro 
duce errors. 

The sequence of operations for the 
procedure using double load is as 
follows: 

(1) Reverse potential on test meter 
and bring reading to zero. 

(2) Connect standard and test met- 
er to same load. 

(3) Apply double load to both met 
ers until the “standard” indicates the 
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value of the test load. 

(4) Drop to the test load and hold 
approximately correct load for a speci- 
fied time. 

(5) Compare the reading of the 
standard and meter under test. 

The second procedure is simply to 
connect the accurate, “‘standard’’ met- 
cr and the meter under test to the 
same load and leave them for three or 
more demand intervals, for example, 
+5 minutes for a meter used on 15- 
minute demand interval service. At 
the end of that time, the deviation of 
the reading of the meter under test 
from the standard meter indicates the 
error of the meter under test. 


Capacitor Protector 


The outstanding feature of the new 
series capacitor protective device de- 
scribed by R. E. Marbury and J. B 
Owens, both of Westinghouse Elec 
tric Corp., is a graphite gap with self 
centering are characteristics. The au- 
thors report that a series capacitor is 
best protected from overvoltage dur- 
ing fault by a gap having low arc drop 


with no tendency to cut off. They. 


also described a new type of by-pass 
switch for automatically by-passing the 
gap and series capacitor under fault 
conditions and for removing the bv 
pass after the fault has cleared. 

The accompanying diagram shows 
the cross section of the special type 
of gap developed to insure a stable arc 
with a low arc voltage. The are oc- 
curs between the surfaces A and B and 
is shielded from air currents by the 
upper electrode. Magnetic forces pro- 
duced by the current traveling radiall; 
through the upper electrode are in 
such a direction as to keep the are in 
the gap. Gaps of this design have 
been tested at currents up to 5000 
amperes for one second and sustained 
no damage. The arc remained be 
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Shown here is a cross section of the 
new graphite gap developed to insure 
a stable arc with low are voltage for 
the protection of series capacitors. 


tween the gap faces at all currents. 
and there was no tendency for the arc 
to wander down the sides of the lower 
electrode. 

As the spacing of a gap is decreased, 
the variation in breakdown voltage on 
successive operations becomes greater 
For dependable operation a gap should 
be adjusted to break down at not 
less than 3000 volts. Since the gap 
must function dependably at no more 
than twice the rated capacitor voltage, 
it cannot be used to protect a capacitor 
rated at less than 1500 volts unless an 
auxiliary means is provided to ionize 
the gap when the capacitor voltage 
reaches twice the rated value. 
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Connection diagrams showing how gap 
and by-pass switch are connected into 
the circuit for protection of series 
capacitors. Upper diagram is for volt- 
age ratings above 1,500 volts; lower 
diagram, voltages under 1,500. 


The connection diagram shows how 
the gap is connected into the circuit 
for protection of series capacitors. Th« 
upper diagram is for voltages abov: 
1500; the lower diagram is for volt 
ages below this rating. The by-pass 
switch shown is a thermally actuated 
toggle switch which has quick-mak« 
and quick-break action. The bellows 
which operates the switch is evacu 
ated and charged with a small quantity 
of a liquid having a low vapor pressure 
at any ambient temperature which 
may be encountered in service. At 
such temperature the bellows remains 
collapsed because of external atmos- 
pheric pressure. When mounted in 


-the switch, it is stretched to the nor 


mal length and exerts a pull more than 

sufficient to open the switch mechan- 

ism. When gap current passes through 
(Continued on page 88) 
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ROOMS, SCHOOL ROOMS, ETC. 


It'snew. . It's Alzak Aluminum... It’s the means of 
opening up new fields for profitable sales! 

The “Forty-Sixty,"” Catalog No. 4060, directs ap- 
proximately 40% of the light upward, 60% down- 
ward. It is specifically designed for lighting jobs 
requiring an indirect Component and is ideal for 
office, drafting room, and school room installations. 
The “Forty-Sixty" is characterized by low fixture 
brightness which results in pleasant, comfortable 
seeing conditions and avoids wastage of useful light. 
Ideal for use as individual units or continuous lines. 
This unit provides comfortable lighting at its best. 
An all metal unit, maintenance is at a minimum. 
Go after the market now opened up for you 

write for complete data and technical details today. 
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A NEW FLUORESCENT UNIT DESIGNED FOR USE IN 























CHANGES FOR 1946 CODE 


Wend dey mm ere) >) - 


IN PREVIOUS issues considerable discussion on the 
1946 Code was presented based on discussions at the recent meeting 
of the Southern Section, IAEI. In this article, a more detailed dis- 
cussion in order of Article numbers is presented. This material was 
prepared by Victor H. Tousley, outstanding Code authority and 


international secretary of IAEI. 


THE NEXT edition of the Nation- 
al Electrical Code will be materially 
revised. Article 210 has been tre- 
arranged and somewhat revised with 
the main purpose of making it clearer 
and more easily understood. 

With the introduction of new Ar- 
ticle 310 on Conductors, a consider- 
able portion of the old Article 300 has 
been moved, so that this article has 
been completely rearranged. 

Cabinets and Cutout Boxes have 
been removed from Article 370, which 
is now confined to outlet boxes and 
similar fittings, and moved to new Ar- 
ticle 373. 

Article 390 on Prefabricated Build- 
ings is new and brief. It is included, 
however, as a location for any new re- 
quirements that may arise in connec- 
tion with this developing method of 
construction. 

Article 410 is completely rewritten 
and now combines old Articles 410 
and 420. It contains specifications on 
the newer methods of illumination. 

Article 422 now includes the major 
changes brought about by infra-red 
drying. 

Article 450 is entirely rewritten fol- 
lowing comments of difficulty made 
by the inspector organizations. There 
has been combined in this article sev- 
eral changes to recognize industrial 
network systems. 

Article 500 on Hazardous Locations 
has been entirely rewritten and the 
fundamentals have been changed to 
recognize in each class of hazard two 
divisions: one representing a hazard 
such as has been recognized in Article 
500 of the 1940 Code, and another di- 
vision where the hazard is not so pro- 
nounced and where modified types of 
apparatus may be used. 

Article 510 has been modified to 
recognize such installations as airplane 
hangars, gasoline dispensing and serv- 
ice stations, and bulk-filling stations. 

A new Article 630 covers Welding, 
a subject that has had much discussion 
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by inspecticn authorities recently. 

Article 670 on Machine Tools, 
while new in the Code has appeared in 
the Code supplement for some time. 

Article 725 on Control and similar 
circuits has removed from Article 800 
all items covering this special subject, 
so that now Article 800 will be con- 
fined to Communication Circuits, its 
original subject. 

Article 730 on Outside Wiring has 
been expanded and modified. 


Some of the Changes 


Some of the major changes in the 
Code are explained in the following: 


Article 210 


Circuits. The branch circuits to 
be recognized in the coming code are 
15-, 20-, 30-, and 50-ampere circuits, 
the 25- and the 35-ampere circuit hav- 
ing been eliminated. 

Power Factor. Power factor is 
recognized in the following statement. 
“In computing the load of lighting 
branch circuits which employ ballasts, 
transformers or auto-transformers, the 
load shall be based on the total amp- 
eres of such units and not on the watt- 
age of the lamps.” 

VottaceE. The voltage of the 
branch circuit has had considerable 
discussion. The interim amendment 
which has been in effect for some time 
piactically eliminated the circuit volt- 
age limitation in industrial occupan- 
cies. This has now been changed to 
read: “In industrial establishments, 
branch circuits supplying only lighting 
fixtures with other than screw-shell 
lampholders, approved for the applica- 
tion, mounted not less than 8 feet 
from the floor and which do not have 
switch control as an integral part of 
the fixture, the branch circuit voltage 
shall not exceed 300 volts to ground.” 

Cotor Cope. The Electrical Com- 
mittee voted to retain the color coding 
of conductors in the coming code. 


Common Neutrat. The recog- 


DISCUSSED 


nition of the common neutral for 
branch lighting circuits, as recom 
mended by the Article Committec, 
was rejected by the Electrical Com- 
mittee and will not be recognized in 
the new code. This does not apply 
to feeders. 

Rance Circuit. Two No. 8 and 
one No. 10 conductor will be recog- 
nized for the range circuit. 

Launpry. A 3-pole receptacle for 
grounding must be installed at the 
laundry outlet. 


Article 240 


Circuit-Breakers. A Clarification 
was made on the setting of the circuit- 
breakers. Non-adjustable breakers 
must be selected in accordance with 
the carrying capacity of the conductor, 
but adjustable breakers may be select- 
ed for 125% of the carrying capacity 
of the conductor. 

The present Code accepts under 
certain conditions for the protection 
of circuits (See Table 28), two trip 
coils in a 3-phase circuit. This has 
been modified to require three trip 
coils in a 3-phase circuit. It should be 
noted that this applies to circuits and 
rot to the running protection of 
motors. 

Type S Fuse. The Type S fuse 
becomes mandatory with the next edi- 
tion of the Code. The proposal to 
provide for a different current classifi- 
cation of Type S fuses was not accept- 
ed by the Electrical Committee. 


Article 250 


The minority report on Grounding 
vas withdrawn. Sections 2523 and 
2524 which permit—and in certain 
c.°es iequire — the interconnection 
with the grounded wire in buildings 
served oy a master service, was adopt- 
ed. The grounding of range frames 
on the neutial will be recognized in 
the next edition of the Code. 

The resolution on the appointment 
of a special committee to give consid- 
eration to the grounding of portable 
equipment was adopted, and this sub- 
ject was referred to the Article 250 
Committee for action. 


Article 300 


Fine Print Nore. The fine priat 
(Continued on page 70) 


ELECTRICAL SOUTH for:EEBRUARY, 1946 











H¢ 


* Drawer 
* Cord 
high 
* improv 
* Detach 
* Bakelit 


All at # 


INTER 


ELECT: 





se. 

Roeies woman who cooks will find in BROILKING 
an amazing appliance, the usefulness of which she 
will not realize until she has tried it. No other cooking 
appliance in her kitchen will do so much, at so low a 





cost, in so little space, with a minimum of trouble 
and inconvenience. 


MR. DEALER, before the war BROILKING 
was a fast-turning, profit appliance, sold by the best 
retail outlets in America. Today, nation-wide, BROIL- 
KING again has the call from wholesaler and dealer 
alike. Improved in materials and production processes 
the new ‘‘Reliable Regent’’ model at prewar prices 
is the best buy in table broilers. 
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* WHAT IT WILL DO x 
Broil a meal for 4 
right on the table! 


Holds 4.6 chops 
whole broiling chicken 


large Steak 


4 fish filets 
furters 





12 sa 
Usage 
The ‘Reliable Regent’ ges or frank 


Hinged Model 9 hamburgers 
HOW IT IS MADE 


* Drawn steel shell—triple plated. _ 


*Cord and plug set of cold mold—for 


higher heat resistance. ; 
k Improved refractory materials. 
* Detachable hinge cover. ZS, 
* Bakelite heat-resistant accessories. 


ee ee a AMERICA'S FINEST ELECTRIC C@ble BROILER 














INTERNATIONAL APPLIANCE CORP., 1041 Metropolitan Avenue, Brooklyn 6, N. Y. 
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Calling 


More than 17,000 times a day 
“Atlanta Calling” goes over the 
wires from the country’s largest 
single long distance operating 
room and 812 long distance opera- 
tors handle calls that rank Ailanta 
as the fifth largest switching office 
in the United States. 


Atlanta — 
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Catalogs, Bulletins and Technical Dat; 


Available to Readers of Electrical Sout) 
LEA A LOTTE eS aa 


_ 101—Industrial Brush Catalog. Catalog No. 95, a new public, 
tion on industrial brushes, is now ready for distribution, the |}, 
wig Company, 2544 North 30th St., Milwaukee 10, Wis., 
announced. This catalog gives a complete description and chy; 
acteristics of the various grades and styles of carbon brishe 
available. 


102—Booklet on Mill Equipment. Slasher drives, in! {, 
motors, loom motors, and other electrical equipment for {)y 
textile industry are described in a new booklet (B-3466) 3 
nounced by the Westinghouse Electric Corporation, Box 86: 
Pittsburgh 30, Pa. The 20-page illustrated booklet pictures 
tual installations of horizontal and vertical motor drives for ope 
ers, pickers, and cards. Specially designed lint-free motors { 
maximum production from spinning frames are discussed 


103—Lighting and Control Equipment. A concise treatmey: 
of “Engineered Lighting and Control Equipment” is covered in ; 
recently published 8-page catalog, Number 945, by the Huh 
Electric Company, 229 W. Grand Ave., Chicago 12, Ill. Photo 
graphs and detail drawings amplify the text; specifications a 
engineering details are also included. The primary purpose of 
the pamphlet is to offer the architect, consulting engineer, igh 
ing consultant, electrical contractor, and electrical jobber a co: 
densed coverage of the field. 


104—AmerTran Price Folder. An up-to-date price list of Ame 
l'ran ballasts for fluorescent lighting has been published in fold 
form by the American Transformer Company, 178 Fimme 
Street, Newark 5, New Jersey. 


105—Sealedpower Motors. A four-page bulletin just issued 

the Crocker-Wheeler Divson of Joshua Hendy Iron Work 
Ampere, N. J., describes the company’s Sealedpower motor. Ai 
exclusive design, the Sealedpower motor was developed for use iy 
dusty locations, in places where there is excessive moisture, an 
for all applications where the conventional alternating-current 
totally enchosed, fan-cooled motor has been used in the past. It 
is available in sizes from 2 hp. to 15 hp. 


106—Marion Instrument Catalog. Marion Electrical Inst 
ment Company of Manchester, N. H., announced a short tim 
ago that their new comprehensive catalog was to become avail 
able on or about January 15, 1945. This 28-page book illustrates 
and describes the Marion line of standard and hermetically scale 
electrical indicating instruments. 


107—Thermocouple Bulletin. ‘The Wheelco Instruments Co, 
of Chicago, has just issued a 32-page bulletin, No. S2-6, which 
gives information on selection of proper thermocouples and in 
stallation aids, describes and lists prices and recommendations ¢ 
thermocouples, thermocouple wire, lead wire, plug and _ socket 
assemblies, etc. 


108—Constant Voltage Transformers. A new bulletin, ‘Elec 
trical Power, Disciplined,” just released by Sola Electric Com 
pany, contains a complete discussion of the construction an¢ 
operating theory of the constant voltage transformer, engincering 
and operating data, a survey of line conditions that make constav! 
voltage transformers necessary, and a section devoted to new 
developments resulting from the company’s war-time experience. 
The catalog section lists 31 standard types in capacities ranging 
from 15VA to 10,000VA with complete electrical and mechanic’ 
specifications. 
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1020 Grant Building, 
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i. : | Atlanta 

= is a distribution center from which 
7 rail, plane, truck, bus and com- 
munication facilities radiate to 
bring the world in closer touch 
with one of the country’s greatest 
concentrations of manufacturers, 
division offices and warehouses. Do 
business where there is business. 
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note that appears at the head of Ar- 
ticle 300 was clarified by adding the 
word “network” as applied to the un- 
derground metallic water piping sys- 
tem. 

Wires oF DirFereENT Systems. 
This was clarified by recognizing 
“Secondary wiring to electric discharge 
lamps under 1,000 volts may occupy 
the same enclosure as the branch cir- 
cuit wiring.” 

Expansion Jornts. ‘The commit- 
tee’s proposal for taking care of the 
expansion of conduits due to varying 
temperatures received a considerable 
discussion, but the Electrical Commit- 
tee decided the subject needed more 
study. A note on the subject will ap- 
pear in the coming Code. 

Wirinc Passtnc THroucu METAL. 
The committee’s proposal for wires 
carrying alternating current where 
passing through sheet metal, which 
has received much comment, was 
cleared up by the Electrical Commit- 
tee, and the 50-ampere limitation will 
now apply only where a single conduc- 
tor passes through a sheet metal en- 
closure. 

Bare Neutra Freeper. The re- 
cognition of a bare neutral feeder for 
rewiring existing buildings, which was 
presented by the Article Committee 
but not recommended, was rejected by 
the Electrical Committee. 


Article 310 


Conpuctor Sizes 7 AND 9. Con- 
ductor sizes No. 7 and No. 9, as recom- 
mended by the Article Committee, 
were not accepted by the Electrical 
Committee. Two types of rubber-cov- 
eted wire will be recognized, Type R 
and Type RH, both with varying car- 
tying capacities as shown in the fol- 
lowing table. 

Tyre T Wire. Types T and TW 
wires came in for an extended discus- 
sion as a result of which the whole 
subject was referred to a special com- 


of this committec’s consideration, 
Types T and TW wire will be accept- 
ed as follows: 

For Types T and TW: 

For Open Work. Up to and includ- 
ing 2,000,000 c.m. 

For General Use (including armor- 
ed cable and non-metallic sheathed 
cable). Up to and including 4/0. 

For Conduit and EMT. Up to and 
including 4/0 when installed for new 
work. Table 4 in the 1940 Code to 
be used for new work, and rewiring in 
existing raceways will be in accordance 
with the last line of Table 11. 50% 
tor more than four wires. 

Size or Conpuir. Wherc the 
thinner insulations are recognized on 
No. 14 and No. 12 conductors, con 
duit must be selected in accordance 
with the 1940 Code. This will result 
in some excess capacity where these 
thinner insulated wires are used. 


Article 320 


The question of the separation of 
conductors for voltgaes 300 to 600 
came up in connection with Interim 
Amendment No. 71 on sections 3205 
of the 1940 Code. The committee 
finally decided to accept a separation 
of 242 inches for these wires provided 
the supports were not over 15 feet 
apart, and provided further that the 
conductors were provided with sepa- 
rators between the conductors spaced 
not more than 414 feet apart. 


Article 324 


THERMAL INSULATION. — Sections 
3249 and 3370 on thermal insulation 
for concealed knob-and-tube work and 
tor non-metallic sheathed cable, werc 
deleted from the Code. 


Article 346 


The proposal of the Article Com- 
mittee for the distance apart of sup- 
ports for conduit work and for elec- 























mittee for a later report. As a result trical metallic tubing received a good 
Table 1 Table 2 
R RW Insulation R RU 
RU 14-8 Thickness 14-8 
AWG . 2 RH R&RHonly T TW RH 
14 15 15 2/64 20 20 
12 20 20 2/64 25 25 
10 30 30 3/64 35 40 
8 40 45 4/64 55 65 
6 55 65 4/64 80 95 
RP RH RP RH 
values values valucs valucs 
in in in in 
1040 1940 1940 1940 
Code Code Code Code 
2,000,000 560 665 8/64 1155 1385 











deal of discussion, following which 
the Electrical Committee decided to 
go back to the 1940 Code requirement 
as specified in section 3040. 


Article 354 


The Code has heretofore recogniz 
ed underfloor metal raceways not ove1 
2 inches wide laid flush with the fin- 
ished concrete floor. This has been 
changed and the next Code will recog- 
nize a metal raceway not over 4 inches 
in width used for signal wires, and a 
metal raceway not over 2 inches in 
width used for lighting and power ci 
cuits, laid side by side flush with th 
finished floor. ‘These two raceway 
must be spot welded together. 


Article 364 


Interim Amendment No. 76 has 
recognized a branch busway attached 
to a main busway without overcurrent 
protection at the point of tap, provid 
ed the tap busway had at least on 
third the carrying capacity of the over 
current device on the main busway 
The Electrical Committee has revised 
this to apply to a branch busway not 
ever 50 feet in Iength. 


Article 370 


The proposed amendment to 
tion 3703 which required the use of 
non-metallic boxes where a continuous 
underground water piping system was 
not available for grounding, was 1 
jected by the Electrical Committee 


Article 410 


As has been stated, Article 410 
l'ixtures was completely revised. ‘Th 
report printed in the Advance Article 
Committee Reports was not conside! 
ed, as the Article Committee submit 
ted to the Electrical Committe: 
complete supplementary report on this 
subject. Many important features 
were considered, among which wer 
the following. 

In Dwetiincs. Equipment having 
an open-circuit voltage of more than 
1,000 volts shall not be installed in 
dwelling occupancies. Equipment hav- 
ing an open-circuit voltage of mor 
than 300 volts shall not be installed in 
dwelling occupancies unless such 
equipment is so designed that there 
shall be no exposed live parts when 
lamps are being inserted in place or 
being removed. 

In Orner Tuan Dwetuincs. The 
Article Committee’s supplementary 
report provided that lamps in other 
than dwelling occupancies should have 
the same protection so far as live parts 
ere concerned as lamps in dwellings 
This point received an extended dis 
cussion and was finally referred to 2 
special committee to report. ‘This 
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committee later reported that this pro- 
vision of the Code should become ef- 
fective one year after the next code 
becomes effective, the provisions of 
present section 6013 to be effective in 
the meanwhile. 

TRANSFORMER’ Ratincs. ___‘T'rans- 
formers and ballasts shall have a sec- 
ondary open circuit of not more than 
15,000 volts with an allowance of test 
of 1,000 volts. The secondary cur- 
rent rating shall not be in excess of 
240 milliamperes. When the open- 
circuit voltage exceeds 7,500 volts, the 
secondary current rating shall not be 
in cxcess of 120 milliamperes. 

FixrurEs CONNECTED BY ATTACH- 
MENT Corps. ‘The original commit- 
tee report prohibited the connection 
of a fixture by means of a flexible cord 
and an attachment plug. The Elec 
trical Committee revised this to ac- 
cept such connection where cord 
equipped fixtures are suspended di- 
rectly below an outlet box and the ex- 
posed cord is not subject to strain or 
mechanical injury. 


Article 430 


Motors now cause approximately 
one-third of the reported electric fires. 
The Article 430 Committee has re- 
vised the code to accept devices inte- 
gral with the motor which are respon- 
sive to motor current or both motor 
current and temperature. 


NEC Official Interpretations 


Section 2612-a. Bolted Flange 
Coupling in Water Pipe Electrode. In- 
terpretation No. 268. Issued Septem- 
ber 5, 1945. 


Question. Does the finding of In- 
terpretation No. 212 permit accept- 
ance of bolted-flanged pipe fittings 
without bonding jumpers as well as of 
threaded couplings in a water pipe line 
used as a grounding electrode? (Cross 
reference to Interpretation No. 212). 

Finpinc: Yes, if in the run of the 
water pipe is not a part or parts of the 
meter or service union assembly. 


Section 2106. Taps to Branch Cir- 
cuits. Interpretation No. 269. Issued 
October 4, 1945. 


STATEMENT: Underwater and gen- 
eral illumination for a swimming pool 
is to be supplied from 35-ampere 
branch circuits. Taps to individual 
fixtures are to be of No. 12 conduc- 
tors and will average about 24 feet in 
length. 

Question: Are such taps permit- 
ted by the text of section 2106 or do 
the limitations of sections 2403 
and/or 2434 apply? 

Frnpinc: Section 2106 should ap- 
ply. No limit to length of such taps 
is specified. 
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We Appreciate 
Your Patience, 


T=-K Dealers! 














© All during the turbulent war 
years, we did our level best to 
keep on shipping as many T-h 
replacement electric range units 
as we possibly could—and suc- 


ceeded better than many others! 


Now, despite our best efforts—and certainly despite our 
eagerness to meet the heavy demands for T-K laboratory- 
tested units—we are able to ship only a modest percentage , 
of orders flagged “Immediate Shipment.” We want you to 
know we will continue to ship units as fast as we can build 


them, consistent with our rigid quality standards. 


We appreciate your patience, and look forward to the day 
when we can ship all orders promptly on schedule. Mean- 
while, we hope you will order only such quantities as you 


absolutely need for current requirements. 


TUTT , INC, 


1825 NORTH M EN GO 39, ILLINOIS 
MANUFACTUR : D INDUSTRIAL 
HEATING UNIT $ « CONTROLS 































































NEWS of the INDUSTRY 





Houston Electrical Board 
Reorganized by Council 


THE CITY Electrical Board of 
Houston, Texas, which has been ac- 
cused in the past of giving “stiff” ex- 
aminations to applicants for master 
electrician’s licenses to keep down 
competition, was dissolved recently by 
the city council, and a new board is 
being organized. 

On the recommendation of Coun 
cilmen O’Banion Williams and Ward 
Farrington, the council voted to set 
up a new board. An electrical engi 
neer, to be hired by the city and pre 
viously scheduled to be secretary for 
the three-man board, will be a mein 
ber of the board instead. He will re 
place the director of utilities, pre- 
viously slated for a post on the board. 
Other members of the board will be 
the city director of public works, and 
a faculty member of either Rice In- 
stitute or the University of Houston. 

Under the new set-up, applicants 
for master electricians’ licenses also 
may take the examination as often as 
they desire, if they fail to pass, instead 
of waiting 90 days between the second 
and third examination as required 
previously. 

The council also agreed to elithinate 
oral examinations for applicants for 
master electrician licenses, making 
written examinations compulsory. 


Electric Association of 
Kansas City Has Election 


OFFICERS and directors of The 
Electric Association of Kansas City fot 
1946 were unanimously elected at the 
annual meeting held on December 20, 
with Walt Frazier, of Graybar Electric 
Company, selected as president. 

Vice-presidents of the Association 
include the follows: Utilities Divis- 
ion, C. Myron Lytle, K. C. Power & 
Light Co.; Manufacturers Division, A. 
A. Dahms, Allis‘Chalmers Mfg. Co.: 
Electrical Wholesalers Division, J]. W. 
Puckett, General Electric Supply Cor- 
poration; Electrical Contractors Divis- 
ion, Fred E.. Geiss, Fred E.. Geiss Elec- 
tric Company; Electrical Appliance 
Dealers Division, EF. J. McGrannahan, 
Jenkins Music Company; and Mainte 
nance, Repair, and Service Organiz.- 
tions, John FE. Launder, Independent 
Electric Machinery Co. 

Harley C. Davis, of K. C. Power & 
Light Co., was elected secretary- 
treasurer. 
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Directors include Jack Boring, Kan- 
sas City Appliance & Furniture Co.; 


R. B. Brownlee, Missouri Valley Elec- 


tric Company; G. V. Dameron, E. L. 
Fickie Electric Co.; J. A. Ekstrom, 
Glasco Electric Co.; George Fiske, 
General Electric Co.; W. F. Howe, 
W. F. Howe & Co.; Asher C. Jones. 
Sylvania Electric Products, Inc.; John 
A. Kramer, Kansas City Power & 
Light Co.; Chris E. Null, Southwest- 
ern Bell Telephone Co.; Fred A. 
O'Donnell, Continental Electric Co. 
Hf. H. Kuhn, Kansas City Power & 
Light Co.; and C. G. Roush, West 
inghouse Electric Corp. 


Bendix Radio Purchases 
Maryland Plant from DPC 


W. P. HILLIARD, general man 
ager of the Bendix Radio Division, 
Bendix Aviation Corporation, an- 
nounced in Baltimore recently that 
Bendix Radio Division has completed 
plans to purchase its Towson plant 
from the Defense Plant Corporation 
for approximately $1,700,000 and has 
already started additions and improve- 
ments that will cost another $500,000 

“Acquisition of this plant and these 
additions and improvements are in 
line with our program for volume man 
ufacture of quality radios, radio-phono 
graphs, and communication cquip 
ments in Baltimore,” said Mr. Hil 
liard. 

Built in 1940 by the Defense Plant 
Corporation, the Towson plant has 
been leased by Bendix Radio since 
that time with an option in the lease 
permitting the company to purchase 
the property. (See drawing below.) 

“We are merely exercising our op 
tion, and I believe that we are one of 
the first large manufacturers in this 
area to do so,” said Mr. Hilliard. 

Phe purchase includes the main 


building with 215,000 square feet of 
floor space, an annex with 15,000 
square feet, a parking lot, water tower, 
and specialized machinery. 

Within a few months as deliveries 
of components get underway, the 
manufacture of Bendix radios and ra- 
dio-phonographs for use in the home 
is expected to be the major activity at 
the plant. Mr. Hilliard estimated that 
this line of consumer products would 
comprise 60 per cent of the company’s 
dollar volume of business. 

Advance showings of the complete 
line of 24 models, including plastic 
table radios, wood table radios, console 
radios, table combinations and floor 
model combinations, featuring the ex 
clusive Bendix ‘“‘Swingadoor’”’ record 
changer, and a wide choice of chassis, 
have just been made to large dealer 
groups in New York and Chicago. 
“These advanced showings have been 
received very enthusiastically,” states 
L.. C. Truesdell, general sales manager, 
Radio and Television, “‘and every ef- 
fort will be made to facilitate ship 
ment of sets to our 62 distributors and 
their 8,000 franchised dealers during 
these next few weeks. A rapid in 
crease in daily output of sets is sched 
uled as our suppliers, cabinet and com 
ponent manufacturers, complete thei 
reconversion from war production and 
begin to ship in quantity.” 


Electricity Promoting 
Modernization of Farms 


RURAL building and farm mod 
ernization is at the threshold of ex- 
traordinary progress through clectrifi- 
cation and installation of many types 
of household appliances as well as 
farm machinery operated with elec- 
tricity, according to a survey of ac- 
tivities throughout the United States 
reported recently at a meeting in Mil- 
waukee of more than 125 ficld engi- 
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neers and representatives of Square D 

Company. 

Basing their estimates of the activ- 
ity ahead on the rapidity with which 
rural electrification is advancing, the 
field managers and engineers reported 
that with farmers today financially 
better able to satisfy their desires for 
modern equipment, factories making 
units are oversold already. It was 
pointed out that demand for electrical 
switches for the farm market have 
multiplied four times in the last seven 
nonths. 

Square D branch managers from 
he more important agricultural areas 

{ the nation said that farmers are 
reparing not only to completely mod- 
rnize their farms but also to invest 
irge sums in new buildings. 

In the so-called working department 
f the farm, old buildings are being 
juipped with modern electrical ma 
chinery, water systems and other types 
f equipment to provide greater sani 
tion and ease of work. Electrifica 

tion is made more necessary also by 

the trend toward consolidation of 
naller farms which means the farme1 
just be able to do more work with 
ss effort. 

Farm homes, it was reported, will 
benefit from electrification, because 
today’s farm wife requires work saving 
kitchen and laundry equipment and a 

eezer unit. 

Square D estimates show that of 
\merica’s approximately 6,000,000 
farms, half are electrified to the extent 
f lighting, and of the remaining half, 
more than 90 percent have electric 
power lines within one quarter mile. 

The spread in electrification, it was 
shown, is such that both central sta- 
tion companies and government agen- 
cies engaged in rural work are specify- 
ing heavier equipment because of the 
increased loads to be put on the lines 
by each user, in comparison with orig- 
inal farm clectrification which in- 
cluded little more than lighting. 


Florida Power Corp. 
Expands Departments 


LONG planned as one of the major 
teps in the utility’s postwar plans, 
the Florida Power Corporation with 
headquarters in St. Petersburg, an- 
nounced the formation of three major 
lepartments to handle the increased 
lemand for electric service in their 
territory. 

D. B. Hyer, Jr., was named to head 
the newly formed Industrial Develop- 
ment Department. He has been asso- 
ciated with the utility for 20 years. 
Under the direct supervision of Mr. 
Ilyer, who is a graduate of Georgia 
School of Technology, a group of 
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A TOUCH HERE AND 
IT'S READY TO IRON 





STANDS ON ITS OWN LEGS 


« /, 


Back soon—the famous NEVER-LIFT with exclusive 
features —proven popularity —national promotion. 


Dreadnaught Heating Unit. 

The Never-Lift is outstandingly 
distinctive on your shelves— 
easily recognized—a top quality, 
top profit iron. It’s coming soon 
with a powerful coordinated pro- 
gram of national advertising and 
promotion. 


Now in production, the famous 
Proctor Never-Lift will soon be 
on the way to you. It’s the iron 
with the most exclusive features 
— "Push Button Ironing” —‘‘Even 
Heat” plus these other Proctor 
Firsts... Fabric Dial, Speed Selec- 
tor and the all-around Proctor 


AVAILABLE NOW! —— 
These fine appliances are being shipped to distributors as fast 
as we can make them! Order from your distributor today. || 


PROCTOR SILENT AU- 
TOMATIC TOASTER. 
Handsomely de- 
signed ...auto- | 
matically makes 
toastevenly || 
browned to 
your taste. 


PROCTOR CHAMPION 
SPEED IRON. “Even 
Heat” over en- 
tire ironing sur- 
face means fast- 
er, easier, better 
work. Fabric 
Dial. 








Neen ee 





It's new... its exclusive... its 


PROCTOR 


AUTOMATIC ELECTRIC APPLIANCES 
PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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industrial power engineers will work 
with managers of all divisions to 
assist industrial customers with their 
expansion plans in addition to inter- 
esting other industrialists in locating 
in the territory served by the com- 
pany. 

W. B. Shenk, former assistant new 
business manager of the Florida Power 
Corporation and a graduate engineer, 
is scheduled to head the Commercial 
Development Department. With a 
full complement of trained experts, 
this department has geared its plan- 
ning toward keeping commercial ac- 
ceptance of electricity at the high 
peak it has enjoyed in the territory 
served by the company. 

Heading the Residential Develop 
ment Department to care for the ex- 
panding needs of the tremendous post- 
war market is R. H. Giedd, long 
associated with this type of activity. 
With an active dealer and sales pro- 
motion plan to be announced soon, 
this new department is starting the 
first peace-time year with high hopes 
of maintaining its record of above 
average domestic acceptance of all- 
electric service. 

With all three departments report- 
ing directly to the vice-president, J. 
F. Bailey, the activities of each will 
be closely coordinated to assist one 
another and thereby maintain com- 
plete coverage of the electrical market 
in the area served by the utility. 





Union Electric Co. 
Shares Appliances 


UNION Electric Company, of St. 
Louis, Mo., have allotted their share 
of electric appliances to other appli- 
ance dealers in the territory they 
serve and announce that temporarily 
they are out of the appliance business. 

“The business of many of the elec- 
trical appliance dealers has been dras- 
tically reduced by the wartime short- 
age,” a company statement said. “We 
are anxious to help these dealers, many 
of whom are war veterans, get back 
into the appliance business as quickly 
as possible. We are convinced that 
it is to the best interests of the 
community to have many strong, suc- 
cessful dealers to serve it.” 


Tiller Sends Miniature 
Franchise to Dealers 


A. R. TILLER, president of A. R. 
Tiller, Inc., Richmond, Virginia, rec- 
ently received the Proctor franchise 
from Walter Kelly, Proctor district 
manager. Mr. Tiller announced his 
appointment to his dealers by sending 
them a miniature of his franchise for 
their files. 

The miniature franchise was insert- 
ed in a letter written to the dealers. 
The letter itself was written on special 
stationery, having a gray background 
with red lettering, featuring the 


A. R. Tiller, president of A. R. Tiller, Inc., Richmond, Va., receives his Proctor 
distributor franchise from Walter Kelly, Proctor district manager, while Al- 
fred P. Dodge, his vice-president in charge of sales and Paul Coolidge of 
Proctor look on. A progressive distributor, Mr. Tiller announced his appoint- 
ment to his dealers by sending them a miniature of his Proctor franchise. 


ELECTRICAL SOUTH for FEBRUARY, 1946 


74 


Proctor name prominently. 

Tiller, Inc., followed this with the 
mailing of a full-page Saturday Even- 
ing Post reprint in color of the Proc- 
tor Never-Lift iron. On the back of 
this reprint was a message from Tiller, 
Inc., to their dealers calling attention 
to Proctor’s “pulling power proven ad- 
vertising.” 


Local Electric Industry 
Blocks Gyp Salesmen 


UNITY of elements interested 
in the welfare of the electrical busi 
ness in Shreveport, La., was demon 
strated recently when outside inte: 
ests advertised in a local newspapx 
for salesmen for fluorescent fixtures. 

The advertisement was small, bu 
it was black and its language mad 
glowing promises to salesmen, con 
cluding with the admonition thai 
plospective salesmen need not appl; 
unless they considered themselves ca 
pable of earning $10,000 a year. 

Shreveport interests considered th 
advertisement a threat to the loca 
market and the advertisement wa 
answered from two sources. 

The Southwestern Gas and Elec 
tric Company bought newspaper spac 
four columns wide by ten inches dee; 
in both morning and afternoon ed 
tions and warned Shreveport citizen 
against ‘“‘Fly-by-Night Lighting Sales 
men. 

The text of the advertisement con 
tinued: 

“Indications are that fly-by-night 
fluorescent lighting salesmen wil 
again become active in Shreveport. 

“These salesmen will have their of 
fice in their hip-pocket, and will at 
tempt to sell the sub-standard fixture 
at bargain prices. Before you bu 
fiuorescent fixtures, you are urged t 
thoroughly investigate the products. 

“Like all good electric companies 
Southwestern Gas and Electric Com 
pany will serve only standard fluore 
cent lighting and similar equipment 
Inferior fluorescent lighting fixture 
waste approximately 50% of the ca 
pacity of the entire electric channel 
supplying them. 

“All electric dealers, distributors 
and contractors established in Shrev« 
port sell and install approved fluores 
cent light fixtures and similar equip 
ment. So don’t let a hip-pocket light 
ing salesman sell you an_ inferio 
product. 

“For your own protection befor 
you buy fluorescent fixtures from 2 
salesman, find out whom he is repre- 
senting. If he is from out of the 
city, consult your clectrical dealer or 
contractor, or this company, and have 




















the salesman’s merchandise examined 
and tested. To take this precaution 
will save you the time, inconvenience, 
and money.” 

On the heels of this advertisement, 
Tom L. Evans, manager of the Ark- 
La-Tex chapter of the N.E.C.A., in- 
serted two column by four inch space 
in morning and afternoon cditions. 
This read: 

“Notice to the Shreveport buying 
public of electrical appliances and 
fluorescent fixtures. 

“The National Electric Code and 
tlie City of Shreveport Electrical Or- 
dinance are the standards of electrical 
quality. 

“Therefore, we wish to urge the 
public to contact your clectrical con- 
tractor, your electric company, or the 
undersigned, who are competent to 
judge the quality of electrical mer- 
chandise.” 


Appalachian to Test 
Untried High Voltages 


Plans to build 8,000 feet of lines to 
test the feasibility of transmitting 
electricity at heretofore untried volt- 
age have been announced by the Ap- 
palachian Electric Power Company, 
of Huntington, W. Va. 

S. A. Wills, Huntington district 
manager, said the lines would be 
built at Brilliant, in Jefferson County, 
Ohio. Attempts will be made to 
transmit at voltages in excess of 500,- 
000. He said that electricity has never 
been transmitted previously at more 
than 287,000 volts for practical pur- 
poses. 

“It will mean,” he said, “explora 
tion of electrical phenomena beyond 
present engineering knowledge.” He 
added that elaborate equipment to re- 
cord the tests and to protect those 
working on the project was being 
designed. 


Home Appliance District 
Managers Hold Meeting 


PREPARATORY to _ establishing 
national home appliance distribution, 
newly-appointed managers of 13 field 
sales districts met with Roscoe E. 
Imhoff, manager of the Home Appli- 
ance Department of General Mills, 
Inc., at a five-day conference recently 
in Minneapolis. This was the first 
conference concerning the new home 
appliances since General Mills an- 
nounced its postwar entry into the 
home appliance field. 

Under discussion at the five-day 
meeting were the features of the new 
home appliances and the proposed 
procedures for selecting distributors 


| 





ELECTRICAL SOUTH for FEBRUARY, 1946 





: 

: FOR FOOL-PROOF SAFETY EVERY TIME 
3 IN CUTTING MOTORS FROM THE LINE, 

i THIS FEDERAL RELAY DOES THE TRICK 
a 
. 
i 


WITH THOSE WHO KNOW— 
IT’S BOUND TO CLICK! 


FEDERAL 


OVERLOAD RELAYS 


STANDARD EQUIPMENT ON 





MAGNETIC 
MOTOR STARTERS 


Wherever overload protection is 
needed .. . whether on new or 
existing installations . . . Federal’s 
Overload Relays will provide the 
“plus-margin” of dependability gen- 
erally associated with Federal prod- 
ucts. Naturally, these relays are built 
into Federal Noark Magnetic Starters 
... but remember, too, that they’re 
available for your special appli- 
cations, Federal Overload Relays 
provide conveniently located load 
and control circuit terminals, often 
making additional terminal blocks 
unnecessary. 






DESIGNED FOR 
AUTOMATIC OR 
MANUAL RESET 





Diagram shown obove 
illustrates Plunger 
(arrow) set for 
“automatic” reset. 





Plunger is set 
for “hand”’ reset 
in obove diagram. 
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FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 


EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, WN. J 


PLANTS: HARTFORD, CONN. - NEWARK, N. J 









who will insure complete retail cov- 
erage throughout the country. Adver- 
tising and promotional programs were 
reviewed, and district managers were 
familiarized with the research facil- 
ities of the Home Service Department 
of General Mills and introduced to 
Betty Crocker, who will sponsor the 
home appliances. 


“Wiry Joe” Manufacturers 
Hold Annual Sales Meet 
THE FIFTEENTH annual 


meeting of the Crescent Company, 
Inc., Pawtucket, Rhode Island, manu 
facturers of Wiry Joe wire and cable, 
was held in the Hotel Stevens, Chica- 
go, recently. 

Keynote of the sales meeting was 
the complete advertising and merchan- 
dising plan for 1946, which, actually, 
was put into operation immediately 
the war ended. It was pointed out 
that this was made possible by careful 
planning and forward thinking on the 
part of the Crescent organization dur- 
ing the war. 

This new advertising and merchan 
dising plan includes: the new Wiry 
Joe catalog, with its more helpful 
data; the new, attractive packages for 
Wiry Joe battery cables, ignition sets, 


sales 


and spooled wire; numerous product 
improvements; and the continuation 
of the management’s policy of dis- 
tributing Wiry Joe wire and cable 
through automotive wholesalers exclu- 
sively. 

Milton C. Sapinsley, president of 
the company, welcomed back two re- 
cently discharged veterans: Captain 
Jim Wernert, and Sergeant Sterling 
W. Babb, who was wounded in action. 

The meeting, which included 35 
Crescent representatives from all over 
the country, was in charge of James 
T. Birch, vice-president in charge of 
sales. Crescent’s advertising agency, 
the Aitkin-Kynett Company, was rep 
resented by Martin E. Goldman and 
Allen C. Smith. 


G-E Revises Construction 
Materials Sales District 
A REVISION of the General Elec 


tric Company’s construction materials 
sales districts has been completed as 
part of an overall company plan for 
inore adequate coverage of construc- 
tion materials distributors and_ the 
electrical trade, according to an an 
nouncement by C. R. Pritchard, gen 
eral sales manager of the Appliance 
and Merchandise Department. 


been 
and in 
Kansas City, Mo., under the new plan, 
which increases the number of dis- 


New district offices have 
opened in Philadelphia, Pa., 


tricts and district managers from 
seven to nine. 

The revised organization of con- 
struction materials sales districts is as 
follows: Northeastern District, Bos- 
ton, Mass., J. H. Newman, manager; 
New York District, New York, N. Y., 
J. O. Wetherbie, manager; Atlantic 
District, Philadelphia, Pa., W. F. 
Swenson, manager; Great Lakes Dis- 
trict, Cleveland, Ohio, S. D. Hopper, 
manager; North Central District, Chi 
cago, I, G. E. Wickman, manager; 
Central District, Kansas City, Mo., 
O. W. Cerny, manager; Southwestern 
District, Dallas, Texas, R. L. Snod- 
manager; and Pacific District, 
San Francisco, Calif., J. O. Dilling 
ham, manager. 

No manager for the Southeastern 
District, Atlanta, Ga., has been named 
since the recent death of O. F. Kypta. 

The new district set-up will necessi 
tate reallocation of district represen- 
tatives and distributors, also, Mr 
Pritchard announced. 

New appointments among district 
managers include $. D. Hopper, in 
the Great Lakes District; W. EF. Swen- 
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That’s the name for the Johnson belt-driven 

propeller fan shown at left. It’s big and its lusty... 

it has an appetite for work and no job is too tough to handle. 

* Displacing air at a rate of 4,500 to 25,000 cubic 

feet per minute (depending on size) it is capable of giving 


proper ventilation to small or large residences, offices, restaurants, 






factories, class rooms, garages, warehouses or any of a hundred different 
places. * The new 19146 model is now ready for delivery... 


sizes range from 24 inches to 54 inches. Order today . . . and save delay. 


"Johnson Fan & Blower Corp. vy 


tae 1319 West Lake Street 


low supplied 

sith shipping 
rate that can be 
ised as plenum 


hamber for econom- 
cal oftic installation. , Wlinois L ay “de 
H.C. BIGLIN, 177 HARRIS ST., N. W., ATLANTA 3, GA Ke 
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son, in the Atlantic District; and O. 
W. Cerny, in the Central District. 


More Farm Homes Wired 
Is Plan of N. C. Co-Op 


THE NORTH CAROLINA Rural 
Electric Cooperatives Association at a 
meeting at Durham, N. C., recently 
considered ways and means of extend- 
ing electricity to approximately 60,000 
North Carolina farm homes at a cost 
of around $18,000,000. 

Gwyn Price, of Raleigh, North 
Carolina, REA chairman, told the 
group that materials necessary for the 
extension of electricity to rural areas 
of the state will become available now 
that the war is over, and that the state 


has been allotted $18,000,000 in Fed- 


eral funds for the program. 

W. L. Jones, of Goldsboro, presi- 
dent of the association, presided over 
the two-day meeting. 


Headquarters Announced 


Of Monitor Co. of Ga. 


O. M. JACKSON, president of 
the Monitor Company of Georgia, 
has announced the location of its 
headquarters at 976 West Peachtre: 
Street, N. W., Atlanta, Ga. 

The company serves as distributo1s 
of Monitor home appliances, Dor 
meyer food mixers and juice extrac 
tors, Hewitt Restfoam mattresses, Ken 
Rad mazda and fluorescent lamps, 
and Geo. D. Wetherill and Co. (Ai 
las) paints. 
















Don G. Mitchell was elected executive 
vice-president of Sylvania Electric 
Products, Inc., at a meeting of the 
Board of Directors held recently, ac- 
cording to Walter E. Poor, president 
of the company. Mitchell joined Syl- 
vania as vice-president in charge of 
sales in 1942, 
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CRESCENT SERVICE CABLES | 
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HEAT-RESISTING ! \ 
INSULATION | 


@ ALL CRESCENT Service Cable is 
insulated with a Type RH, super-aging, 
heat resisting rubber compound of the 
best grade obtainable that gives 35% to 
44% greater current carrying capacity 
than ordinary code grade insulated 
service cable.* 
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@ Service cable is the bottleneck lim- 
iting the amount of customer demand 
for all appliances, and future business 
for the contractors, dealers, wholesalers 
and power suppliers. 


@ With CRESCENT SERVICE CABLE 
you get maximum load capacity, long 
life and value. Made in Type SE, Style U, 
as shown; Style A with a galvanized 
steel armor tape over the bare neutral 
conductor, and in Type SD, Drop Cable. 
Sizes—No. 12 to No. 2 AWG in two 
and three conductors. 
*Based on 1940 N. E. Code. 





CRESCENT @ 
WIRE and CABLE “= 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


Edgar E. Dawes, 401-402 Rhodes Building 
NEW ORLEANS, LA., Paul Hogan, Jr., 305 Levert Building 
RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 





ATLANTA, GA., 
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Advertising, sales promotion, sales 
training, publicity and public relations 
of the Norge Division of Borg-Warner 
Corp. have been consolidated under 
C. H. MacMahon, director of advertis- 





G. H. MacMahon 


ing and public relations. Mr. Mac- 
Mahon has been successively a sales- 
man, regional manager, product man- 


ager, Eastern salesmanager and adver- 
tising manager with the Norge organ- 
ization since 1934 and has been se- 
lected for his new post because of his 
wide experience in merchandising and 
advertising. 

The H. K. Dewees Company of 
Atlanta, Ga., owned and managed by 
H. K. “Pete” Dewees, has been named 
manufacturer’s representative for the 
Southeast District of General Mills’ 
new Home Appliance Department. 
Announcement of the appointment 
was made by Roscoe E. Imhoff, de- 
partment manager. 

National distribution of new home 
appliances wll begin in the spring 
of 1946. In preparation, General Mills 
is currently opening 13 district sales 
offices throughout the country. The 
initial distribution to retail dealers 
will include electric irons and pres- 
sure saucepans. 

% x x 

Sangamo Electric Company, Spring- 
field, Ill., has announced the appoint- 
ment of C. H. Lanphier as vice-presi- 
dent. Mr. Lanphier was, prior to his 
appointment, treasurer of the com- 
pany. He graduated from Yale, and 
after several years in the Sangamo 
Engineering Department, and later as 








E-M-T-UP THE QUICK WAY 
Two Squeezes and its Set 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work Gen. qplectric Co., Bridgeport, “Conn. 
with in tight places. Start using B-M The S t Co. Ohio 
Fittings today, Have more satisfied cus- 
tomers—more profits from each job! cei ttsburgh, Pa. 


(All B-M Fittings carry the Underwriters 


Cress section Show- 
ing Indentations. 
















Seal of Approval) 





Prompt Deliveries on Properly Rated Orders 


Y BRIEGEL METHOD TOOL CO. - Galva, Ill. 





OISTRIBUTED BY 


The M. B&B. Austin Co., Chicago, Il. 
Clayton Mark & Co., Evanston, Ilt. 
Clifton Conduit Co., Jersey Cy., N. 





Enameled Metals, "Pittsburgh, “Penn. 
National Enameling & Mf 


Triangle Cones & Cable Co., 
ew Brunswick, N. J. 




















C. H. Lamphier 


assistant to the General Superintend- 
ent, he became an officer and director 
of the company in 1943. 

The Sangamo Electric Company 
also announced recently the appoint- 
ment of George A. Hoffman as dis- 
trict manager of the newly established 
Central South District with offices at 
403 Bonny Street, New Orleans, La 





G. A. Hoffman 


Mr. Hoffman has been in close contact 
with utility activities in various ca- 
pacities with the Louisiana Power and 
Light Company during the past 13 
years. Born in New Orleans, Mr. 
Hoffman attended Loyola and Tulane 
Universities, with post-graduate work 
at the University of Florida and Texas 
A. & M. 

Also announced by Sangamo, is the 
appointment of E. Carl Whittaker as 
sales engineer in the newly established 
Charlotte, N. C., branch of the Mid- 
South District. Mr. Whittaker, who 
will be associated with H. W. King, 
district manager, Louisville, Ky., grad- 
uated from the University of Illinois 
with a B.S. degree in 1934. 

In 1942 he enlisted in the Navy, 
obtaining his discharge recently as 
a lieutenant (s.g.). 
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Glenn W. Thompson, vice presi- 
dent of Noblitt-Sparks Industries, was 
elected president to succeed QO. G. 
Noblitt, who became chairman of the 
board January 1, 1946, according to 
a recent announcement. 

Mr. Noblitt, as chairman of the 
board, will place more active manage- 
ment responsibilities on the com- 
pany’s new president and other elected 
officers. 

The company, operating 11 individ- 
ual plants, is engaged in manufactur- 
ing a variety of products which run 
principally into two classifications: The 
Automotive Division, which is en- 
gaged in supplying equipment for the 
major automobile companies, also pro- 
duces the car heaters sold through 
automotive jobbers under the Arvin 
trade name. The other groups con- 
sist Of household products merchan- 
dised under the Arvin trade name. 
\rvin is the nationally recognized 
trade name for the consumer products 
manufactured by Noblitt-Sparks In- 
dustries. These products consist of 20 
home radio models, a line of electrical 
appliances, metal chroine dinette sets 
and outdoor furniture, a de luxe mov- 
able type laundry tub and a sturdy 
metal ironing board. 





e x o 


Roger H. Bolin, manager of adver- 
tising for the Westinghouse Electric 
Appliance Division, Mansfield, Ohio, 
has announced five appointments in 
his department as the initial move 
in preparing for the intensified ad- 
vertising, sales training, and promo- 
tion programs planned for the full 
line of Westinghouse home appli- 
ances. 

J. R. Clemens, assistant manager 
of appliance advertising, who will have 
the responsibility of product adver- 
tising, promotion, and sales training. 





H. W. Luker, who has been ap- 
pointed southwestern division sales 
manager for Bendix Home Appliances, 
Inc., with headquarters in Fort Worth. 
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SAFETY FIRST | 
... and Last! 


OTH Underwriters’ Laboratories and The Good 
Housekeeping Institute subjected The Tril- 
mont Safety Heater to exhaustive tests before 
awarding it their seals of approval. These are 
your warranty of Trilmont's inherent safety and 

S. No need to tell in-built lit that 
ain dite “on in-built quality . . . your assurance that you can 
to touch.” All sides are recommend this Nationally Advertised heater with 


always cool . . . no dan- absolute confidence. 
ger to youngsters or pets. 





Trilmont's two non-glowing “Black Heat" coils, 
which assure exceptionally long life, radiate health- 
ful, cheerful warmth throughout the entire room— 
not just a spot. And because these oversize coils 
are enclosed in an insulated, dual-wall cabinet, 
all four sides of the heater remain cool—mini- 
mizing the chance of shock or fire hazard to 
children, pets or property ... a sales point no 
Radiates a gentle pene- parent will overlook! ... Write today for complete 


trating heat that nis 
me ani a Phar Boma data and name of nearest distributor. 


or noisy moving parts! 




















SPECIFICATIONS . . . Width 19%”, Height 18%", Depth 
9%"", 120 Volts, 1200 Waits, AC or DC current. Weight 19 
lbs. Carries Underwriters’ approval. 


APPROVED $ 00 
OPA PRICE Including Cord Set 


95¢ EXTRA AT AND WEST OF THE MISSISSIPPI 


aunt or REFUND O 
Gon * > 
* Guaranteed by @ 
Good Housekeeping 
Hop , Wf DEFECTIVE OR 
45 aoverristo 14 



































A lifetime investment in 
appearance and comfort. 
lvory-enameled or brown 
to blend with your room. 


TRILMONT PRODUCTS COMPANY 
24th & WALNUT STS + PHILADELPHIA 3, PA. 


o> 
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HANGING CHAIN SUSPENSION 
FIXTURES IS AS EASY AS 





A 


ED EDIE HANGER 


Just connect wires, screw to outlet box and 
the job’s done—in a few minutes. Fits stand- 
ard 4” or 314” outlet box or plaster ring. 
Self-grounding—you can use 2-wire cord and 
plug. Complete with receptacle, 

$]50 two 5-foot chains, “S” hooks and 
Each List cord clips. Nothing else to buy. 


e Day-Brite Lighting, Inc.,5435 Bulwer Ave., 
SS » St. Louis 7, Mo. Nationally distributed 
ate ” ; through leading electrical supply houses. aldio 


ee 


It’s EASY TO SEE WHEN IT’S 


>a Gi: me ae = 


*Patent No. D-141024. 
Others pending. 
Underwriters approved. 











EFFICIENCY 
NESTED 
CONDUCTOR 
RACKS 


‘s 





@ Simplicity is keynoted in the design of 
the EFFICIENCY bushing rack. Note that 
a single bolt supports the bushing and at 
the same time clamps the bushing support 
to the rack. Each fitting is a separate unit 

permits the installation of each cable 






-* independently. 
i The EFFICIENCY rack is constructed of 
standard rolled steel channel — sizes accord- 





ing to size of bushings and number of mount- 

ings for each rack. Bushing supports are 

available for Cable diameters malleable iron. For A-C service a brass half 

from 5/16” to 2-3/8". is furnished. Bushings are glazed porcelain, 
extra large and heavy. 


Complete information on all EFFICIENCY Electrical Devices 
is available. Write today for your copy of Catalog No. 38B. 


Nested Conductor Racks 





MANUFACTURERS OF EFFICIENCY 
ELECTRICAL DEVICES FOR CONDUIT, 
WIRE AND CABLE SUSPENSION 























P. W. Endriss, assistant manager of 
appliance advertising, who will handic 
full line advertising programs, con- 
sumer education, and the advertising 
and promotion of insecticide dis 
pensers. 

E. J. Hegarty, manager of salcs 
training, with responsibility for th 
development, production, and testing 
of wholesale and retail sales training 
plans. 

K. A. Donelson, operations ma: 
ager, who will be responsible for bude. 
ets, administering the Westinghouse 
cooperative advertising, and who will 
act as office manager of the advertis- 
ing department. 

J. G. Baird, sales promotion man- 
ager, who will be responsible for full 
line sales promotional activities for 
department and furniture stores, and 
who will continue in charge of the 
Westinghouse store modernization 
activities, exhibit and convention 
work, and consumer film program 

‘ “ x 

Caxton Brown, president of the 
Weston Electrical Instrument Cor 
poration, announces the appointment 
of Harold L. Olesen as general sa 





Harold L. Olesen 


manager. H. L. Gerstenberger, 
formerly served in that capacity, c 
tinues as vice-president in chargé 
sales. 

Mr. Olesen has been associated ¥ 
Weston since 1931 and has suc 
sively been in charge of radio sal 
assistant general sales manager 
sales promotion manager. 

In connection with the elevation 0 
Mr. Olesen, an improved home off 
sales structure has been developed 
inauguration forecasts a more inten 
cultivation of sales markets not onli 
for the current lines of equipmc: 
but for new products as they are 
nounced. It also foreshadows a hig! 
character of service in the procure 
ment of Weston instruments. 

Under this new plan the Sales |) 


= 
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partment is divided into two groups: 
A Product Division, manned by prod- 
uct experts, to handle details asso- 
ciated with sales, and a Marketing 
Division, staffed by a group of experi- 
enced market men, to develop and 
maintain the markets into which Wes 
ton products are sold. 
* x * 

L. E. Walters has been appointed 
southwestern zone manager for the 
Nash-Kelvinator Corporation with 
headquarters in Dallas. He is a native 
of Americus, Georgia. 

After finishing school in Georgia, 
Mr. Walters went to Detroit, Michi- 
gan. In 1932 he became associated 
with the Nash-Kelvinator Corporation 
at the factory and was later transferred 
to the Detroit Sales Zone. 

At the outbreak of World War II, 
Mr. Walters accepted an appointment 
with the War Production Board, in 
Atlanta, Georgia, as director of salvage. 

os a oa 

R. E. Peake, vice-president, Peaslee- 
Gaulbert Corporation, has announced 
the appointment of Lawrence B. Mer- 
chant as manager of the major appli- 
ance department of his concern for 
this district. 

Mr. Merchant has been associated 
with the electrical distribution indus- 
try in the Southwest for the past 20 
years and has lived in Dallas since 
1931. 

Peaslee-Gaulbert entered the major 
appliance field in 1928. 

me od id 

L. J. Olivier has assumed duties as 
merchandising manager for the Gray- 
bar Electric Company in New Or- 
leans. 

Native of New Orleans, Mr. Olivier 





L. J. Olivier 


was graduated from St. Stanislaus Col- 
lege and has continuously worked in 
the city since 1927, having been asso- 
ciated with the Louisiana Power and 
Light Company. He has taken an ac- 
tive part in the New Orleans section 
of the American Institute Electrical 
Engineering and is a member of the 
Electrical Association of New Orleans. 
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FOR A SPLIT-SECOND START 











Equip Fluorescent Fixtures With 


Starters 





With the new G-E Jack Rabbit installed in your fluorescent 
lighting system, you have the advantage of split-second start- 
ing and protection against blinking for 40-watt fluorescent 
lamps. On top of that you have economy of operation. The 
Jack Rabbit, which is for use with conventional low cost bal- 
lasts, provides approximately 13 per cent greater over-all 
operating efficiency than high-voltage instant-starting ballasts. 

This combination of features is exclusive with the Jack 
Rabbit, which is the reason why this new starter has attracted 
wide interest wherever fluorescent lighting is used. Your sys- 
tem will be improved and modernized with the Jack Rabbit 
— its quick, efficient starting and protection against dead 
lamp flickering are benefits of direct value to you. 

For additional information about the Jack Rabbit write to 
Section G261-16, Appliance and Merchandise Department, 
General Electric Company, Bridgeport, Connecticut. 










wi» LDEAL 
“WIRE-NUTS” 


(Solderless, Tapeless Wire Connectors) 





Fish Tape 
Reel 
ond Puller 











In the electrical wiring of factories, 
homes, public buildings, etc., lead- 
ing electrical contractors are using 
millions of IDEAL “Wire-nuts”’ be- 
cause they make wire joints that are 
neater, safer, quicker, better elec- 
trically—stronger mechanically. 
IMMEDIATELY AVAILABLE... 
because no critical material used. 
Approved by Underwriters’ Labor- 
atories, Inc. 


Other IDEAL WIRING DEVICES 


Today and Tomorrow thousands of 
new wiring jobs in Industrial Plants 
and in construction will be facilitated 
with IDEAL Wiring Devices:— 


E-2 Wire Strippers 

Lugs, Solder and Solderless 
Fish Tape Reels and Pullers 
Joist Boring Machine 


SOLD THROUGH JOBBERS 
PROMPT DELIVERY 


4 IDEAL COMMUTATOR DRESSER CO. 


1017 Park Ave., Sycamore, Ill. 


Sales Offices in all Principal Cities 








*COLOVOLT COLD CATHODE 
INDUSTRIAL FIXTURES 


LOW VOLTAGE 


8 feetlong - all steel 





Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 


cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 


flickering, guaranteed for 1 year ex- possible with Colovolt installations 


*Trade mark regis- 
tered U. S. Pat. Off. 





he oat : 


GENERAL LUMINESCENT CORPORATION 


od a iier \chome m1 8 8), fel} 


680 S. FEDERAL STREET 





Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 
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Names in the News 
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Augusta, Ark.—Russell Harris wa 
recently elected manager of the City 
Light and Water Plant at a meeting 
of the city council. He succeeds A. 8. 
Marsh, who resigned to enter the clec 
trical appliance and furniture business 

x xe co 


Brinkley, Ark.—M. K. Frey recently 
opened a new electrical supply and 
radio store here in a completely redeco 
rated building. The new business js 
called Frey’s. 

e ~ oa 

Sanford, Fla—The H. B. Pope Co 
recently opened their new showroom 
for the display of electrical equipment 
The company has also added a large 
warehouse to the rear of the estab 
lishment. 

* ow x 

St. Petersburg, Fla—The Brinso 
Electric Co., 3244 Eighth Ave., North 
will erect a $10,000, one-story, 50 x 5 
foot concrete block building at 1315 
Central Avenue to house a branch of 
their expanding business. 

a: ue 


Albany, Ga.—A charter by Samu 
Allen Meeks, Annie Marian Meek: 
and John Allen Hightower to form a 
electric company ‘here was recenth 
granted by Judge Carl E. Crow, of the 
Albany Circuit, Superior Court. The 
company, Meeks-Hightower Electri 
Company, will sell all kinds of el 
trical equipment and appliances 


Jesup, Ga. Pe Appliance Co: 
pany has been opened by T I 
Younce Jr., in the new Masonic buik 
ing on East Broad Street, and he wi 
handle a complete line of electrical ap 
pliances. D. A. Nichols will be 1 
charge of the radio department. 

%K 4 % 

Columbus, Ks.—A change in ownc! 
ship of the Dale McComak Electrica 
and Appliance Shop has been an 
nounced, with C. L. McKnight as the 
new owner. 

“ oa a 

Dodge City, Ks.—Joseph Schuette 
has opened an electric shop for hous 
and building wiring and small appli 
ance repair, with the Roy Francis 
plumbing shop. 

% aK a 

New Orleans, La.—Labiche’s, Inc 
local clothing store, is erecting a nev 
addition to handle electric and gas ap 
pliances and all home furnishings. Fou! 
former small stores are being tom 
down to make room for the new ad 
dition, which will front on Unio 
Street. 
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New Orleans, La.—At the first an- 
nual meeting of the Radio Dealers As- 
sociation since 1941, Morris Warnick 
was elected president; he had been 
icting president. Other officers elected 
were John Stegelmeyer, first vice-presi- 
dent; A. C. Denny, second vice-presi- 
deut; Louis Turner, treasurer; and A. 
B. Lindauer, secretary. 

* K x 

Harrisonville, Mo. — Mr. and Mrs. 
Bert Brandt recently opened an elec 
trical appliance and repair shop at 105 
North Independence Street. 

a co o 


St. Louis, Mo.—The Carl I. Schaef- 
fer Electric Company, formerly lo 
cated at 2317 South Thirteenth St., 
has moved into its own building at 
1819 Sidney Street. This increases 
the space from 5,000 to 18,000 
square feet. The firm is active in 
electric range, stoker, non-residential, 
residential and industrial wiring fields. 

* - * 

Raleigh, N. C.—The board of direc- 
tors of the Carolina Power and Light 
Company, at a meeting recently, ap- 
proved a construction budget for 1946 
calling for a total expenditure of $5,- 
/93,866. Principal item in the amount 
is more than $3,000,000, which is to 
be spent on rural line construction, 
idding approximately 10,000 rural 
ustomers and providing about 2,500 
miles of rural lines. Other items pro- 
ided for in the construction budget 
include high voltage transmission 
lines, substations, transformers, sub- 
station improvements and _ enlarge- 
ment, additional lightning protection 
equipment and plant improvement. 

x a x 


Bethany, Okla.—A new firm, Beth- 
ny Appliance, opened here recently 
inder the management of R. W. and 
r. R. Stewart, in the City Hall 
building. 

x * x 

\icKinney, Tex.—The Wharton Ap- 
pliance Store has opened at its location 
on Kast Louisiana Street, with Jeff 
Wharton as owner and manager. The 
building has been completely re- 
modeled and modernized. 

* x x 

Gate City, Va.—A newcomer in the 
electrical appliance business, Ira G. 
Sam) Porter, has secured the franchise 
tor a full line of appliances. The new 
firm is known as Scott County Elec- 
tric Appliance Company. 

a x x 

Marion, Va.—S. C. Gibson and H. 
E. Wolfe, both formerly of Bristol, 
have opened the Marion Electrical 
Company, with headquarters in the 
Peery building on West Main Street. 
They will do repairing and a general 
line of electrical contracting. 


ELECTRICAL SOUTH for FEBRUARY, 1946 





DEPEND ON=-—INSIST ON— 





CAPACITORS 






















| 
AW RASTTORY Mallory MSG Capacitor:—Smail, 


compact AC Motor Starting Ca- 
pacitor that fits almost every 
mounting bracket or box. Re- 
places rectangular capacitors 
with leads, lugs or studs. Each 
capacitor is packed with com- 
plete set of universal mounting 
hardware and installation in- 
structions, 


Necessary leads, 
lugs, screws, and 
nuts are included in 
each box for any 
type connectors. 


Mallory Type “P"’ Ca- 
pacitor:—Plastic case 
overcomes moisture ab- 
sorption problems, and 
provides maximum in- 
sulation. May be used to 
replace cardboard in- 
sulated aluminum-case capacitors. Splash- 
proof plastic end cap and simplified “snap 
on” mounting bracket available when ca- 
pacitor is used as original equipment. 


Distributed by 


INSULATION AND WIRES INCORPORATED 


SAINT LOUIS 3, MISSOURI 


BOSTON 20, MASS. DETROIT 2, MICH. ATLANTA 3, GA. 
HOUSTON 2, TEX. BLUEFIELD, W. VA. NEW YORK 7,N. Y. 


SITTLER COMPANY 
CHICAGO 7, ILL. 


H. A. HOLDEN, INC. 
MINNEAPOLIS 3, MINN. 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. « SAN FRANCISCO 7, CAL. e SEATTLE 4, WASH. 
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New Electrical Products 
Rb AE LIE TCE ON RATTAN 





Electronic Blanket 


THE LATEST scientific contribu- 
tion to postwar personal comfort is the 
new electronic blanket, announced by 
the Simmons Company, 383 Madison 
Ave., New York, N. Y. In appearance 
the blanket looks like any other fine 
blanket but one blanket does the duty 
that three or four old-fashioned blank- 
ets used to do. 

Invisibly wired, the new blanket is 


operated by a small bedside electronic 
control on whose dial the sleeper may 
“tune in” the desired degree of sleep- 
ing warmth. Once set, the electronic 
blanket does the rest. Throughout 
the night the flexible insulated wiring 
within the blanket serves the dual pur- 
pose of providing warmth and check- 
ing and controlling the heat. Elec- 
tronic impulses operate automatically 
to check and compensate variations in 
body and bed temperature during the 
night and at the same time maintain 
a constant supervision to assure com- 
plete safety. Electronic tubes in the 
control box direct and maintain the 
supply of warmth in the blanket. 
Light in weight, the electronic blanket 
is laundered like any other fine woolen 
article, and it solves the summertime 
storage problem since it does away 
with the need for multiple bed cov- 
erings. 


Mitchell Luminaire Catalog 


MITCHELL Manufacturing Co., 
2525 Clybourn Ave., Chicago 14, IIl., 
has issued Catalog No. 285 covering 
a complete line of commercial fluores- 
cent luminairies for offices, stores, 
schools, and public buildings. It in- 
cludes 2-light and 4-light units in 








the NAME WOMEN KNOW! 


Liven housewares sales with this cone 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising ‘in leading magazines, made 


with PYREX brand glass—and priced 


LOW to sell QUICKLY. 


The PLAN Behind The PRODUCTS 





PROTECTED Profits! 
Aggressive PROMOTION! 
Distinguished DESIGN! 








G. SIN A CLASS BY ITSELF! 
=) ut CLOTHLESS 
D CH FILTER 
The biggest “LITTLE” shins 
in coffee makers! Can’t fal 
out; no cloth or paper; virtu- 


ally unbreakable; fite ALL 
standard makes. It’s R-E-D 









VACULATOR 


CHICAGO 6, 


FREE! 

DISPENSER 
STOPS the 
prospect;: 
TELLS the 
etory?; 
MAKES the 
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glass-shielded, louvered, and open 
types for single or continuous row 
installations with surface or suspen- 
sion mounting. Of special interest 
are the deluxe shielded models and 
the deluxe louvered models which are 
available with or without instant-start 


New Lamp Packaging Unit 


A NEW lamp bulb package which 
will enable housewives to take home 
an assortment of lamps in a single 
easy-to-handle unit has been developed 
by the Westinghouse Lamp Division, 
Herbert E. Plishker, advertising and 
sales promotion manager of the 
Bloomfield, N. J. plant, announced 
recently. 

Not much larger than a small box 
of cleansing tissues, the new carton 
holds two each of the 40, 60, and 100- 
watt size lamps, adequate to maintain 
the replacement stock of the averag< 
home. A “window” in the top of the 
new package exposes the carton’s con 
tents, permitting a quick visual inven 
tory to be taken. 

Mr. Plishker pointed out that the 
new packaging unit not only is easy 
to carry, but it also can be used as a 
convenient home lamp storage bin 
It measures 16 x 5-1/2 x 2-3/4 inches 


New Model Airtopia 


A NEW MODEL of Airtopia, a 
single compact unit that gives con 
stant year ‘round temperature and 
humidity control together with air 
purification, is announced by Drayet 
& Hanson, Inc., designers and manu 
facturer of heat exchange equipment, 
Ios Angeles. Formerly known as 
Reversatemp, the new model is espec- 





ially suitable for homes, offices and 
small stores. 

Airtopia keeps room temperatures 
constant despite outside weather con- 
ditions, alternating between heating 




































and cooling as required. 
ially convenient in the spring or fall 


when heating is necessary in the early 


morning or late afternoon hours, but 
midday temperatures outdoors call for 
cooling inside. 

The original cost and operating ex- 
pense is less than the commonly used 
combination of combustion and com- 
pression refrigerating systems. The 
smallest Airtopia fits into a 3 1/2’ x 
5’x 7’ high space. It is suitable for a 
7 room house, or small office, or store 
building. The units are available in 
sizes suitable for homes, office build- 
ings, laboratories, stores, sanatariums, 
or professional offices. 

Airtopia needs no chimneys, and 
leaves no soot, smoke, ashes, fire haz- 
id, or idle equipment. Electrical 
energy alone supplies the power to op- 
crate the compressor and motors. For 
information write to Drayer & Han- 
son, 767 E. Pico Blvd., Los Angeles 
21, California. 


New Infralectric Heater 


THE “INFRALECTRIC” heater 
-a new type of portable radiant heat- 
r developed by the Radiant Heater 
Corporation, of New York City—in- 
troduces a completely new principle 
in heating science as well as design. 
Where conventional heaters first 
warm the air in the room in order to 





varm its occupants, the new “Infra- 
lectric” heater heats-the occupants in 
the room by means of invisible ta- 
diant rays. 

The “Infralectric’ doesn’t even 
look like any home heater you have 
ever seen before. It consists of two 
glass plates fitted into an upright 
stand. And when it is in operation 
there is no flame, no glow, no fumes 
—nothing to indicate that the heater 
is On — yet a person standing clear 
across the room from it will feel com- 
fortably warm. 

Its electric consumption is about 
1,000 watts per hour. Additional fea- 
tures of the heater are that it will not 
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but there’s only one prec 














Slectresteem 


PORTABLE STEAM RADIATOR 





A MASTERPIECE OF PRODUCTION 


ann a 6¢0t-Seller'too: 


The enviable reputation of Electresteem 
is based on years of trouble-free performance. 
Thousands upon thousands of folks 
enjoy “steam heat from a wall plug” 
. without any service worries. You 
can sell Electresteem — the original 
portable steam radiator — with con- 
fidence. There’s nothing. “just like it!” 








Electresteem is Nationally Advertised! 





GET ON THE 
PROFIT BEAM 
with Glecteesteem / 

















\ ELECTRIC STEAM RADIATOR CORP. 


DETROIT 8, MICHIGAN 
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Ovutstanpinc performances 
through more than 18 years of 
service on the lines of leading 
utilities throughout the Nation is 
the record of Anderson’s 3-point 
contact line clamps. Adapted to a 
wide range of cable sizes. Can 
carry overloads without overheat- 
ing. Belled grooves prevent con- 
ductor damage. 





Type LC-100 
Copper to Copper 





Type LC-71 
Aluminum to Aluminum 


We are ready to meet the ex- 
pansion needs of utilities with a 
“complete time-proved line of 
ground clamps; line clamps—alum- 
inum and bronze; service taps; tap 
lugs; universal lugs; T-connectors; 
all types of bus fittings for sub- 
station, construction and mainte- 
nance. Representatives in all prin- 
cipal cities. 


ANDERSON 


POINT 
CONTACT 


BRASS WORKS 


IN 
BIRMINGHAM 


ALABAMA 








deoxidize the air in the room nor will 
it ignite inflammable gases or fumes. 
Exhaustive tests have been made to 
prove the heater’s toughness and dur- 
ability. Hammer blows will not break 
its glass plates and water splashed 
upon it fails to affect its operation. 
The new “Infralectric”’ heater is made 
in both wall and portable modcls. 


G-E Portable Radio 


EMPHASIZING _ convenience, 
Gencral Electric’s new portable radio, 
Models 254 and 255, featured below, 
can easily be played on AC or DC 
house current or on battery. It em- 
ploys a six tube superheterodyne cir- 
cuit, and can pick up standard broad- 
cast bands. 

There’s an easy-to-reach cord in 
the back for plugging it into house 
current, and the battery is used for 





out-of-doors playing. Its batteries are 
good for approximately 250 hours 
of playing. This new portable is easily 
carried, weighing only 14 pounds. 
The tone is full and rich, and the 
newly designed extra-efficient Beam- 
a-Scope antenna brings in stations un- 
common for a portable to pick up. 
This handsome portable looks like 
a piece of fine luggage in gray air- 
plane cloth (Model 254G) or tan 
simulated English saddle leather 
(Model 254T). The same radio can 
be secured with Underwriters’ Labora- 
tories approval in gray (Model 255G) 
and tan (Model 255T). The size is 
10%” high, 15” wide, and 6%” deep. 


Surfaceduct Raceway 


SURFACEDUCT No. 1700, the 
1-5/8” x 2-1/8” two piece surface 
raceway of base and capping currently 
being introduced by National Electric 
Products Corp., Pittsburgh, completes 
this line of surface raceway systems. 

Embodying the lay-in principle, the 
new item and a minimum number of 
fittings provide a raceway sysiem to 
serve every electrical requirement up 
to 60 ampere loads. 

Designed primarily to facilitate the 
use of flexible power tools and ma- 
chines, Surfaceduct 1700 also serves 
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any electrical application required for 

light, heating devices and powcr. 
According to the manufacturer, an 

exclusive patented arch-type bridg¢ 





Y 


within the raceway allows maximum 
wire capacity, retains the wires during 
installation, locks the snap-on cover, 
and serves as a method of installing 
more than 300 approved manufactur 
ers’ devices. Four of these bridges ar 


included with each 10° length 
Surfaceduct 1700 is packed five 
lengths to a sealed corrugated con 
tainer. 

Without devices, Surfaceduct 1700 
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BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 


Southern Offices 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
Telephone: Preston 1610 
1913 Washington Ave., St. Louis, Mo. 
Telephone: Chestnut 6510 
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has an Underwriters Laboratory rated 
capacity of 6 No. 6, or 10 No. 8, or 
10 No. 12 or No. 14 wires. When 
devices are incorporated within the 





iaccway, the rated capacity is 4 No. 
6. or § No. 8, or 10 No. 10, 12, 
14+ wires. 
Virden’s New Fixture 
WITH A distinctive new fixture, 


the John C. Virden Company, Cleve- 
lind, announces its entry into the 
fluorescent home-lighting field. In 
two sizes, the two lamp 20-watt and 
the two lamp 40-watt domestic fix- 
tures have luminous side panels, grace- 
fully curved louvers to add free-flow- 
ing line, and metal end plates with in i 
sets of molded translucent plastic. 

Canopies are rigid to hold the lumi- 
naires in fixed position. Form, 
though designed in the modern man- 








ner, is sufficiently adaptable to blend 
with the finish and furnishings to 
most interiors. Finish is white and 
chrome or ivory and gold. ‘The louy- 
ers are hinged and starters inset for 
easy relamping and_ replacement. 
These features are also characteristic 
of the two four lamp 20-watt fixtures 
that complete Virdens new domestic 
line. 





Garod Radio Models 


GAROD 6E1 “Traveltone’”’ is a 6 
tube three-way portable which plays 
on a-c, d-c, or batteries. Superhetero- 
dyne receiver circuit employs three 
gang tuning and RF stage. “Liftable” 
loop antenna concealed in back of case 
can be lifted in ‘‘tough areas.”” Newly 
improved permanent magnet speaker 
assures sufficient volume with leather 
handle; plastic slide-rule dial; etched 
bronze modern grille; and reliable lock. 
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pte MONARCH 
SUPPORTING 
BRIDGE 


Note how this Monarch 

construction prevents the fibre 

bar from coming in direct contact 

with the screw connecting renewal link 

to knife blade. This minimizes the charring 

of the fibre bar and positively prevents exces- 

; sive overheating of knife blades. Note also large 

“a metal parts which dissipate heat. Result: dependable 
protection. 


“Look No. 1” illustrates this construction in a 
lighter-duty Monarch knife-blade fuse and 
“Look No. 2” shows adaptation of this 
principle in a heavy-duty model. 












MONARCH FUSE CO., 


118 E. FIRST ST., JAMESTOWN, 


‘ 
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Just as you “cannot judge a book by 
its cover” neither can you predict the 


kind of service an electric water heater 


will give by its outer shell—it is what 
is underneath that counts. If you 
compare the inner construction of a 
Clark with that of other water heaters, 
you will find many little differences in 
material and design. But the big dif- 
ference, the feature that guarantees 
long, faithful service is the famous 
Clark “Lifesaver” Element. If you 
are planning on merchandising elec- 
tric water heaters you will find it well 
worth your while to get the facts 
about this time-tested feature found 
exclusively in the Clark. Our brochure 
*In a Nut Shell” is yours for the 
asking — may we send it to you? 

A CLARK FRANCHISE FOR YOUR TERRITORY 

MAY STILL BE OPEN. WRITE FOR DETAILS. 


McGRAW ELECTRIC COMPANY 
CLARK WATER HEATER DIVISION 
5201 W. 65th ST., CHICAGO 38, ILL. 


CLARK 


ELECTRIC WATER HEATERS 
x4 Toastmaster Product 
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New Electrical Books 








Electric Circuits and 
Machines 


By Eugene C., Lister. Published 
by McGraw-Hill—W hittlesey 
House, McGraw-Hill Book Co., 
330 West 42nd St., New York 18, 
N. Y. 358 pages, illustrated. Price 
$3.50. 


AN introduction to practical elec- 
tricity is offered in this book, with par- 
ticular emphasis being placed on the 
physical action that occurs in electric 
circuits and machinery rather than on 
a detailed analysis of the theory in- 
volved. An over-all picture of the elec- 
trical field, including the fundament- 
als of both direct and alternating cur- 
rents, circuits, and machines with 
which a technical man must be fa- 


*miliar, are presented by the author in. 


a simple and concise manner. 

The treatment is as non-mathemati 
cal as practicable, and the mathe- 
matics are limited largely to simple al- 
gebra. Many numerical examples are 
worked out in detail, and a list of 
problems is included in those chapters 
where the solution of problems will 
illustrate the principles involved. 


Uranium and Atomie Power 


By Jack DeMent. Published by 
Chemical Publishing Co., Inc., 26 
Court Street, Brooklyn 2, N. Y. 
335 pages, illustrated. Price $4.00. 


THE atomic bomb, the culmina- 
tion of three years’ intensive work by 
science, industry and the military 
forces, has made the man in the street 
aware of the danger to him and his 
family of the uncontrolled use of the 
basic power of the universe. Ths 
atomic power has become of grzat 11- 
terest to millions, whereas it was 
previously only the concern of a lim- 
ited number of scientists. 

There is a new world in the making, 
now that we can harness atomic 
power. Locked within each atom is 
a reservoir of tremendous energy. The 
present methods of releasing. this 
energy from uranium are complex and 
very expensive, but intensive zesearch 
will, no doubt, produce atomic energy 
more plentifully and less expensively. 

This clearly-written practical book 
gives the layman, student and chem- 
ist all the information essential to a 
thorough understanding of atomic 
power and the atomic bomb. Two 
chapters are devoted to the occurrence 
and properties of uranium minerals 


and two. others to their qualitatiive , 


and quantitative analysis. The remain- 


ing chapters discuss the chemistry and 
physics of uranium and specific me. 
thods in uranometry. A new section 
on the atomic bomb has been added. 





Distribution Subjects 
Covered at AIEE Meet 


(Continued from page 64) 
the walls of the bellows, heating oc- 
curs which changes the vapor pres- 
sure of the enclosed liquid. Continued 
heating causes the vapor to exert a 
pressure sufficient to actuate the tog. 
gle mechanism causing the switch to 
close. 

The closing of the switch by-passes 
the entire series capacitor and thus 
terminates the flow of gap current and 
allows the bellows to start cooling. 
Cooling causes the vapor to recon- 
dense, and the resulting differential 
pressure reopens the switch and re 
stores the series capacitor to service. 


New Network Protecter 


A 3000-ampere submersible network 
protector for 120/208-volt, _ three. 
phase, 60-cycle service is described in 
the paper presented by G. G. Grissing- 
er and F. D. Johnson, both of West- 
inghouse Electric Corp., entitled, “A 
New Submersible Network Protector 
of Higher Rating.” 

Designed for application to second. 
ary networks having highly concen 
trated load areas, the interrupting rat- 
ing of this protector is 40,000 am- 
peres. The accepted practice for net: 
work protectors requires that the cir 
cuit breaker withstand an initial in- 
stantaneous peak of 2% times the rms 
current which is to be interrupted, in 
this case a peak of 90,000 amperes, 
and requires that it carry the short: 
circuit current for 60 cycles before the 
current is interrupted. 

Problems encountered in the de 
sign of this new protector involved 
reductions of copper and iron losses 
and dissipation of heat. The paper 
described the methods used to over 
come these difficulties. 


Opportunity in Farm 
Crop Drier Systems 
(Continued from page 61) 
normal weather conditions in this area, 
I planted 200 acres this year, knowing 
that rain or shine I would be able to 
save them. It just means that any 
farmer or rancher can plan on increas: 
ing his farm program at least 100 per 
cent and feel certain that he can save 
every acre of it.” 

So there is the new field for thc 
supply man and the electrical con- 
tractor. For complete information, 
inquiries may be addressed to B. H. 
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Standley, Agriculture Department, 
Houston Lighting and Power Com- 
pany, Houston, Texas, or, P. T. Mont- 
fort, Agricultural Engineering Depart- 
ment, Texas A. & M. College, Col- 
lege Station, Texas. 

Spray Gun Painting 

Of Motors and Coils 

(Continued from page 65) 

nent parts in a convenient location, 
you can make it more convenient for 
the painter to do right than wrong. 

In spray painting motors, this com- 
pany uses paper to shield the wind- 
ings by placing it inside the bell 
through the holes. The exposed part 
of the shaft is covered with masking 
tape, and the name plate is masked 
with tape. 

After a motor is spray painted, 
there is no need for scratching paint 
from the plate. It is only necessary 
to remove the paper and masking 
tape, and the motor is ready for final 
test run and delivery. 


From the Notebook 


Of a Supersalesman 
(Continued from page 46) 

For you in making good tomorrow 
what does this tendency mean? Sim- 
ply this: that if you want to sell more 
all you have to do is collect and use 
more facts. These facts will cover 
three main fields: 

1. Facts about your product. You 
should know all about it. Few sales- 
men know everything about their prod- 
ucts. But you should. 

2. Facts about its uses. You should 
be an authority on the uses of your 
product, and should know uses which 
your prospects do not even suspect 
until you show them. 

3. Facts about the prospect’s needs. 
If you know all about his business, you 
can find many needs for your product, 
and as you find needs, you will find 
sales. 

The thing every ambitious salesman 
should do now is start thinking in 
terms of facts, gather new facts, study, 
read, think, dig. 

If he worships facts during the com- 
ing year, he won’t have to worry much 
about volume. It will come. 


Summer Sunshine 

From New F Lamp 
(Continued from page 52) 

lamps, into longer ultraviolet rays de- 

sired. 

Considerable progress in capturing 
the elusive phosphor was made at 
Nela by the late Dr. Willard A. 
Roberts. Since his death, the research 
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Ne. 2100 Plugmold—Capacity: 6 No. 

12 R.C. Conductors with receptacles 

installed; 10 No. 12. R.C. Conductors — 
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Diagrammatic drawing shows typical in- 
stallation of Plugmold No. 2100 in hotel 
rooms. Outlets may be located exactly 
where required and in the number re- 
quired for adequate service. When re- 
decorating or re-arranging rooms the lo- 
cation of outlets or the number of outlets 
may be changed without disturbing the 
basic installation . . . making Plugmold 


an extremely economical long range in- 
vestment from the maintenance point of 
view, eliminating hazardous long exten- 
sion cords and the pilferage of plugs and 
accessories that has in the past proved a 
costly item, 








Wiring for convenience and econ- 
omy of maintenance in hotel rooms 
requires ample outlets, properly 
placed, for floor, desk and bed 
lamps ... fans and appliances... 
located with special regard to the 
comfort and safety of guests. This 
photograph shows how Plugmold, 
installed above the Baseboard, is be- 
ing specified for this purpose by an 
increasing number of hotel operators. 
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Business publications 


like these, with aggregate 

circulation of over 240,000 

monthly among your pros- 

a and customers, carry 
i 


iremold advertising mes- 
es designed to HELP 


Sa 
YOu BUILD BUSINESS. 
Tie in with this aggressive 
promotion program, 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 


) know rour WIREMOLD <3: 


BUSINESS BUILDER IN TOMORROW'S MARKET FOR ADEQUATE WIRING 


SOLD THROUGH 
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INSTALLED 


ELECTRICAL WHOLESALERS ... 


BY ELECTRICAL CONTRACTORS 





EVERY WHEREL 


89 





"Mr. Tops," The 
Poragon Symbol 
of Top Quality. 





phutomatie HEATING, 


VENTILATING, LIGHTING, 
PUMPING OR FLUSHING 
OPERATIONS .. . 


Paragon 700 Series Time Switches 
are equipped with 6” calendar dials 
which make one complete revolution 
every 7 days. Dial trippers can be in- 
dependently set for different daily ON 

OFF schedules. Settings can be 
made in advance for an entire week. 
Any day or days operations may be 
omitted entirely on a pre-set program. 

Each day of week clearly separated 
from other days; graduated into hours 
and half hours; day and night dis- 
tinctly separated. Operations from 
ON to OFF or from OFF to ON can be 
set as close as three hours apart and 
can be separately adjusted through- 
out each 24 hour day in the week. 

Write for a complete bulletin. 


Paragon 
700 
Series 
Time 
Switch 
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PARAGON ELECTRIC COMPANY | 


713 Old Colony Building 
Chicago 5, Illinois 
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Paragon (; Chi 
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work was continued by Dr. H. C. 
I'roelich of the lamp development 
laboratory, at Nela Park. Lamps coat- 
ed with the new Roberts-Froclich 
phosphor emit only a faint bluish 
glow. This hails chiefly from the radi- 
ation of the lamp’s mercury discharge. 

Nela scientists, however, sight still 
further phosphor developments which 
would give birth to improved fluores- 
cent lamps producing a wealth of 
light, beneficial ultraviolet and genu- 
ine sun tan .. . all from the same 
source. They sight a new indoor day 
with persons enjoying continuous ex- 
posures to the combined radiations 
over long periods of time. They sight 
lower wattage consumptions resulting 
in lower costs. They sight year-long 
coats of tan for the millions who 
spend much of their time indoors and 
are unable to bask in Southland sun- 
shine. 

“All of the various colors with 
which we are familiar in the fluores- 
cent tube,” says George Inman, who 
guided much of G-E’s new phosphor 
development at Nela, “are created 
by use of various phosphor powders. 
We have found that certain chemi- 
cals, coated on the inside of a clear 
fluorescent tube, will lengthen the 
invisible ultraviolet rays to almost any 
desired wave length in the visible 
spectrum. The new phosphor works 
on that principle. But instead of 
lengthening the invisible rays to a 
certain color, as in the common flu- 
orescent lamp, greatest efficiency is 
reached at wave lengths from which 
humans get their health and tanning 
rays from the sun.” 


What the New Lamp Will Do 


Speaking for the new G-E poultray 
lamps, L. C. Porter, Nela Park’s engi- 
neer specialist in this field, pointed 
out that: 

“The new lamp has been tested 
in chicken hatcheries. Results indi- 
cate extensive benefits in all fields of 
bird and animal husbandry. Now, for 
the first time, hatchery operators can 
get continuous protection plus bene- 
fits of the sun’s rays, all from a sin- 
gle source. This one source can be 
economically operated 24 hours a 
day at very low cost and with a mini- 
mum of attention.” 

The new G-E poultray lamps emit 
ultraviolet in about the following 
combination: 75 per cent germ-killing 
health-giving “2967” radiation. The 
“2537” radiation and 25 per cent 
lamps may be used in the hen house 
in two ways: shielded and positioned 
so as to irradiate the birds’ legs only; 
mounted high enough above the 
chickens to minimize the potency of 
the “2537” emitted, yet near enough 
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MODERN ILLUMINATION 


FLUORESCENT 


INCANDESCENT 


Our Engineering and De- 
signing Staff For All Needs 
in Lighting at Your Disposal 


GRUBER BROTHERS 


Holophane Licensee 


Fleur-O-Lier Manufacturers 


Write for Our Descriptive Bulletins 


Showrooms and Factory 


72-78 Spring St., New York 12, N. Y,. 
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é 1SCO 
Electrical 
4) Connectors 


: Scientifically built to 4 
iN link electrical energy i 








in your products. 


Economical . . . de- 
pendable quality all 
ways. 


Pure copper drawn 
to size in the ILSCO 
plant to insure pre- 
cision. 










NAME... 
Firm Name 
eg oan ————__——- § 
Southeastern Representatives 
VERLYN H. BRANHAM 
180 Interlochen Drive, Atlanta, Ga. 
J. 


P. LUMPKIN 
248 Tranquil Ave., Charlotte, N. C. 


COPPER TUBE 
& PRODUCTS, Inc. 
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Get Ready to Supply 
when Customers Demand 


"POLAR-FREEZ, PLEASE!” 
TRUSTWORTHY an 


PERFORMANCE tunities of ie Schelm "Polar Frees,” cole-torage 
quality- 


food cabinet now in demand by so many 
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| p : e Schelm “Polar Freez™ is modern 
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THE MFG. COMPANY 
NEWTON LOWER FALLS 62, MASS. 


Maaufacturers of Soldering Equipment Since 1919 


eutcaae @rrice: 
1737 Heward Street 





**BUILDING BETTER PRODUCTS FOR 40 YEARS" 


rP A R T S> tHe prech-re0r MAKER” 


FOR provides fully the comfort 
and ventilation so essential 


Mi O TO R Se in army barracks, mess halls, 


hospitals, headquarters, 
F AN sy theaters and other military 
buildings. Its fine design and 

sound construction meet the 

co NTROLS specifications drawn for 

army fans and it is particu- 


PROMPT SHIPMENT FROM LARGE STOCKS larly adaptable to the various types of installations 


found in army buildings. 














AUTHORIZED PARTS DISTRIBUTORS 











Brown-Brockmeyer General Electric Master HY-DUTY BLOWERS 

Century Hamilton-Beach Peerless ez 

Cutler-Hammer Holtzer-Cabot Robbins & Myers Single Inlet-—Double Inlet. 400 

Delco Howell Star CFM to 12,500 CFM. 

a a bei Single Inlet Blower illus- 

uro s agner : 
Renan Leland Casinos trated at left is particularly 
Morales adapted for ventilation of 

mess halls in military estab- 
lishments. 














READING ELECTRIC COMPANY, INC. 


Parts Distributers fer the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. rae tant iee OrNse tay 
it SCHWITZER-CUMMINS COMPANY 











1125 MASSACHUSETTS -AVE. + INDIANAPOLIS 7, U.S.A 
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The Universal 


Portable Heat 


® 
ALL TYPES OF WORK 


Instant-lighting Torches for lead weld- 
ing, all types of soldering, paint 
removing, thawing, pre-heating, efc. 


NON-OXIDIZING 


insto-Gas produces an absolutely 

clean non-oxidizing flame, leaves no 

smoke, soot, or grease deposits to 
cause a faulty soldered joint. 


ECONOMICAL 


A cylinder of Insto-Gas lasts at least 

five times as long as a cylinder of 

compressed gas of approximately the 
same weight... Economy! 


QUICK! 


insto-Gas produces its own pressure, 
lights instantly, won't blow out. 


NO SOOT OR GREASE 


Insto-Gas non-oxidizing flame makes 

perfect copper pipe soldered joints 

and leaves no soot or grease to be 
cleaned from the fitting. 


SAFE PORTABLE HEAT 


insto-Gas AND equipment are recog- 

nized as the safest portable heat, 

listed by both Underwriters and 
Factory Mutuals Laboratories. 


IF WHOLESALER CANNOT SUPPLY INSTO-GAS, MAIL COUPON 
CORPORATION—DETROIT 7, MICH. 
Please send Inste-Ges Bulletin ond name of nearest Distributes. 








to provide sufficient health main- 
taining “2967” for irradiation of the 
birds’ combs and bills. 

Among advantages made possible 
by the new G-E poultry lamps are: 
high efficiency radiation for curing 
and preventing rickets in poultry; 
healthier and bigger birds; increased 
egg production; and, greater reduc- 
tion in mortality of chickens through 
disease germs which are killing an ap- 
palling number of chickens annually. 

The new GE poultray lamps are 
interchangeable with regular germi- 
cidal lamps in present fixtures de- 
signed for the latter type. 


Recruiting and 
Training Salesmen 
(Continued from page 32) 


—Dnuties 
—Responsibility. 
—Eclucation 
—Experience 

—Physical Qualifications. 
—Personal Qualifications 

A careful study of the duties of in- 
dividual salesmen by those who are 
thoroughly familiar with these duties 
will reveal that in order to be success- 
ful salesmen must have particular qual- 
ifications as to education, experience 
and character. 

When all the duties a salesman 1s 
required to perform are reduced to 
writing, the special qualifications re- 
quired for the job are clearly seen. A 
job specification is particularly helpful 
to the employment department and, 
also, to those who are responsible for 
training new salesmen. 

The selection procedure which has 
become most popular consists of four 
steps, as follows: 

—Preliminary Screening Interview 
—Weighted Application 
—Personal Checkup 

—The Standardized Interview 

There is one other step in the selec- 
tion procedure followed by many in- 
dustries which is being used to some 
extent in selecting salesmen—the “ap- 
titude test.” 

Preliminary 

The brief preliminary screening in- 
terview is employed for the purpose of 
weeding out in advance those appli- 
cants who haven’t a chance for suc- 
cess. 

Great care and judgment is exer- 
cised in dismissing these applicants in 
order not to leave them with lasting 
antagonism toward the company. 
They are asked to fill in an applica- 
tion blank and this is examined care- 
fully and every other courtesy extend- 
ed to them. Finally, they are told 
politely that their qualifications are 


Interview 
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FOLDING DOUBLE CUPPED 
* WASHER LUGS * 


A SIZE and TYPE for every need! 








KRUEGER & HUDEPOHL 


VINE AT THIRD-ES © CINCPNNATI 2, OHIO 
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| Mayfair | 


EIGHTH AND $T, CHARLES sts. 
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FAN BLADES 


Designed 
@-9 To Produce A 
Maximum Flow 


DIAMETER 22” Of Air 




















With A 
Minimum Of 
Noise 


All Blades Made in 











Either 14” or 5%” Bore. 
DIAMETER 20”-24” 


APPLIANCE DISTRIBUTING CO. 
163 WALTON ST, NW. W. 
ATLANTA 3, GA. 








AUTOMATIC 
a Ee om ae 


a) ‘WATER HEATERS 


HIGHEST in Sales... 


Lowest 
in OPERATING cost 


Today’s modern kitchen, 
bathreom and laundry de- 
pend upon an unlimited 
eupply of hot water. 


The SEPCO electric water 
heater is the best way to 
il this need for plenty of 
het water — for every 
member of the family. 


ATTRACTIVE - MODERN 
ECONOMICAL 
DEPENDABLE & SAFE 


1915 - Time Tested - 1945 } 





AUTOMATIC ELECTRIC HEATER CO. INC. 


POTTSTOWN, PENNA. 
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WASHING MACHINE 


Replacement Pants 
For All Makes 
WHOLESALE 


Serving Southern Dealers 
and Repair Agencies 


PROMPT SHIPMENTS 
Goodrich Wringer Rolls 


DISTRIBUTORS, Gates Belts 


T-K Range Parts 


811 - 9th St., N. W. 
WASHINGTON i D. C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS'N. 

















SECO coouine rans 
than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness, 


. .ddeal for 


ATTICS AVAILABLE SIZES 
CHURCHES 24”, 30”, 36”, 42”, 48”. 
end fe, (3800 to 18,500 C.F.M.) 

Wrdte Jor Mlustrated Bulle- 


Industrial 
Installations tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


, 4916 EASTON AVE. = ST. LOUIS 13, MO. 











FOR fe. , 
EASIER ~ 
RE-WIRING 


Plant electricians and contractors 
save themselves a lot of work and 
bother by making Taps with T&B 
Hinjon Jr.* Tee-Parallel Taps.** 


No solder. No junk to carry around. 
One piece construction. Nothing to 
fall apart. Installed with the great- 
est of ease with screw driver or 
wrench. Compact shape insures 
nice smooth taping. 










Vim 
\\\ is) th 





Hinjon Jr’s. tap all mains #8 to 
#1,000,000 CM to all branches 
#14 to #1 in all possible com- 
binations, each one taking a wide 
range of cable sizes and all types 
of conductors. Approved by the 
Underwriters Laboratories. 


Order these and the complete line 
of T&B Lock-Tite Pressure Con- 
nectors from your nearby T&B 
Electrical Wholesaler, our sole dis- 
tributor. He has them in stock and 
can take care of your requirements 


now. 


The Thomas & Betts Co. The Thomas & Betts Co 


Incorporated incorporated 
15 N, Jefferson St. 6015 Stevens Ave. 
Chicago 64, Ill. Minneapolis, Minn. 


Turrell & Benfield Inc. 
415 Brainard St. 
Detroit 1, Mich. 


*Trade Mark Reg. U. 8. Pat. Off. 
**Patented 


THE THOMAS 2 BETTS CO. 


INCORPORATED 
monufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 


ja: J mos & Berts 











not suitable for the job that is open. 

The Weighted Application Form is 
used as a finer screen. Men who were 
accepted for further attention after 
the preliminary screening but who lack 
the essential qualifications for success 
are eliminated before the intervicwer 
gocs to the trouble of checking up re- 
garding them with their former cm- 
ployers. 

The purpose of the personal check, 
which is made before the “Standard- 
ized Interview” is to give the intcr- 
viewer a chance to check up on the 
statements the applicant has made in 
his Weighted Application or in an- 
swering personal questions. 

No one should know more about 
the applicant’s personal qualifications 
than a former employer for whom the 
applicant has worked even for a short 
time. 

The checkup is always made per- 
sonally if possible. Some employers 
think this worth a trip of 150 miles 
to accomplish. If it is impractical to 
see the former employer personally, 
then he is reached by telephone. Only 
as a last resort is mail used. 

If the applicant has worked for more 
than one employer during the past few 
years, then an effort is made to con- 
tact each of them. It saves time and 
money in the long run. 

If it is possible to do so, check up 
on his military record. A personal in- 
terview with his superior in the service 
or with some other member of his or- 
ganization may reveal pertinent infor- 
mation that is not available on his 
discharge paper. 

The Standardized Interview 


The “Standardized _ Initerview” 
sometimes referred to as the “pat- 
terned interview” is used to get more 
facts than can usually be obtained 
from the personal interview. It is 
used in the personnel departments of 
many industries, by the United States 
Employment Service, and the same 
general principle was used by the 
Army Boards of Review in interview- 
ing officer candidates. 

It provides a fairly accurate measure 
of the personal characteristics which 
are of prime importance to the suc 
cessful salesmen. 

The “Standardized Interview” is 
conducted with the use of a form 
which lists a number of direct ques 
tions the applicant is asked to answet. 
On a separate form or on the same 
form in some instances, questions arc 
listed which the interviewer asks him 
self after he has analyzed the answers 
the applicant has given to questions 
asked him. 

Following the interview, the inter 
viewer makes a complete analysis of 


the material which in substance is a 
record of the man’s personal history 
From this analysis he makes notes oi 
the inconsistencies between answers 
on the “Weighted Application” and 
the “Standardized Interview” and als: 
weighs the information he has obtain 
ed to determine from his own experi 
ence and judgment the incasure of 
capability he should assign to the ap 
plicant. Applicants are graded accord 
ingly into groups. Those who are 
given the highest rating are recom 
mended for immediate employment 
Those with the next highest rating ar: 
recommended for employment if som« 
difficulty is being experienced in re 
cruiting acceptable candidates. ‘Thos 
in third place are rejected unless there 
is necessity for salesmen who will be 
employed at a risk as to their chances 
for success. They may be employed 
on a temporary basis. Those in fourth 
place are rejected permanently. 

Aptitude tests have proved entirely 
practical and satisfactory in employing 
men and women for mechanical work 
but so far there is a very small percent 
age of the sales managers of the coun 
try who believe they are of value m 
selecting salesmen, 











Conductor Fittings 






Lugs, Tees, 
Service Con- 
nectors, 
Grounding 
Clamps, 
Straight and 
Parallel Con- 
nectors, El- 
bows, Cable 
Taps, etc., etc. 
PENN-UNION ELECTRIC CORP. 
ERIE. PA. 















Oba Lox 


LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 


Galvanized Structures. 
It sticks, it blends. 


Cibo inc 


NORTH ARLINGTON, N 
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Wind-0-Vent EXHAUST FANS 


Portable — Quiet — Dependable — Safe 





The Wind-O-Vent Exhaust 
Fan is built in four sizes with 
resilient mounted quiet-run- 
ning, heavy duty motors. Full 
directions for mounting come 
with each fan. 







This fan is of universal 
application either as an ex- 
haust fan for commercial use 
or as a window fan. 








WOV-380 (Typical) 
Rear View 


CERTIFIED 
RATINGS 


TEST STATEMENT—Each Reed 
Unit Fan bears s certified rating 
label of the Prepeller Fan Man- 
ufacturers Association. This la- 
bel certifies that the fan has 
been tested in strict accordance 
with the Standard [est Cede as 
approved by the American 

ety of Heating and Ventilating 
Engineers. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 





Front View 











FLUORESCENT 


STRIP-LITE 
7s caster to handle 


“Sliding Socket Racks” providing easy 
access to all knockouts with sockets 
sliding out of working areas make in- 
stallation simpler and easier with 
Gibson Strip Lite. This is but one 
of the many features that make 


6301 fixture foremost in its field. 
MANUFACTURING CO. Write FOR COMPLETE 
ATLANTA,GA. INFORMATION TODAY 


GIBSON MANUFACTURING CO., 132 10™ ST., N.E., ATLANTA 


















IN CLEVELAND 
IT’S THE 





HOME OF THE FAMOUS 


VOGUE ROOM 





i 
1000 ROOMS WITH BATH 
(| RADIOIN EVERY ROOM 
| FIVE FINE RESTAURANTS 
CENTRAL DOWNTOWN LOCATION 
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SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 


























SUMMER COMFORT 
IS EASY TO SELL 


HOT AIR’ 
—. FORCED 
OUT HERE 





.... WITH 


BAR-BROOK 





ATTIC 
FANS 

and 
WINDOW 
FANS 


BAR-BROOK attic and window 
fans have many sales appeals. They 
use nature’s own system of comfort 
—a cool gentle breeze. This breeze— 
always under fingertip control, re- 
places the stale hot air of a room 
with fresh cool air once each minute. 

BAR-BROOK Attic Fans have a 
complete capacity range from 5,500 
to 21,000 CFM, quiet operation at all speeds, one-piece 
Streamlined orifice, thermal overload protection and many 
other features. 

The New BAR-BROOK Window Fan has 2 speeds, is 
only 54%” thick and is 30’ square. To give it a more 
finished appearance and protection, louvers similar in ap- 
pearance to venetian blinds are available. 

Prepare now for summer sales by writing for illustrated 
booklets giving full details. 





SHREVEPORT 
ENGINEERING CO. 


1553 Texas Ave., Shreveport, La. 
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SECURITY 
FRICTION TAPE 


United States Rubber Company 
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Popular? You bet! Why? Because Security is straight-tearing... 
non-ravelling...highly dielectric...has great tensile 
strength. Its strong rubbery adhesive sticks and holds. 


Detain wai Listen to ‘Science Looks Forward’’—on the Philharmonic-Symphon) 
; OUGH SCIENCE program. CBS network, Sunday afternoons, 3:00 to 4:30 E. S. T. 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS 
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ROCKEFELLER CENTER 
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PVA 


REGISTERED TRADE MARK 





NON-METALLIC SHEATHED CABLE 


with Thermo-plastic Insulated Conductors 


ADVANTAGES 


-WRAPPE 
SPIRAL P D Small overall diameter—easy to handle. Requires smaller holes 
} : IMPREGNATED 


CRUSHED Lighter weight—Facilitates handling during installation 


PAPER ARMOR Type T conductors—Insulated with long-life, thermo-plastic com- 


pound 








Small diameter of conductors—Requires less space in outlet boxes 


ated Positive conductor identification—Insulation has permanent color 


Conductor insulation—Kesistant to oils, acids and alkalies 


SS SESE, 


Insulation and braid—Both are flame- and moisture-resistant 
Improved braid finish—Smooth, non-tacking and non-marking 
Free-stripping—Braid, paper armor and insulation all free-stripping 


High rating—Approved for 60 degree C operation 


Use this new Underwriters’ approved cable for wiring 
homes, farm buildings and other small buildings. You'll 
find PVX easy to install. It has small diameter and is 
light weight. It can be depended upon to give long service. 

7 ac , ~ - ne -. e 4 

Companison PV x has Type T conductors insulated with thermo- 
CABLE DIMENSIONS plastic compound. This insulation is resistant to oils, 
No. 142 PV. 3 ° 
Non-metallic Sheathed Cable acids and alkalies. Improved crushed paper armor pro- 
Type T Conductor—131 tects the conductors and overall is a flame- and moisture- 
Overall Dimensions—.23 resistant braid. PVX is available in sizes 14 to 4 without 
.44 inches . 
Weight per M Feet—77 Ib. ground wire. 
No. 14/2 Standard 
Non-metallic Sheathed Cable x 
Ny, Braided rubber-covered FOR FURTHI TFORMATION see the nearest G-E 
>on ttor—.200 inches . ° ° - ° 
Geral "Dimensions—.37 Merchandise Di t or write to Section W262-16 
x .63 inches ‘ ° ° ~ 
Weight per M Feet—104 Appliance and Ma idise Dept., Bridgeport, Conn. 


THE G-E WIRING. 
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